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Written expressly for the Educational Course of the National Retail 
Credit Association by Dr. Clyde William Phelps, Head of the 
Department of Economics of the University of Chattanooga. 


VERYTHING possible has been done to make this the 
finest textbook for retail credit study—the last word in 
books on retail credit. The text has been prepared under the 
direction of and in collaboration with your Educational Com- 
mittee and other leading credit executives throughout the 
United States and Canada. 
It represents the best thought of the best credit minds of 
North America. Dr. Phelps has spent several years in gath- 
ering the material which is used as the basis of this book. 
Although primarily published by this Association for use 
in its Educational Course, this is a book which every credit 
executive, everyone interested in retail credit, should own and 
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This free Book gives the 


Answer 


Can a community credit con- 
trol policy help you cut your 
credit costs? In this free book 
you can read what such a pol- 
icy has already accomplished 
for retailers in Cincinnati, De- 
troit, and other cities. 

Here Dr. Phelps, the well 
known credit authority, ex- 
plains the different policies 
adopted, tells how they work, 
and reports the benefits they 
have brought. 


What others have done 


In Detroit the collection per- 
centages rose over a couple of 
years by 20 to 25 points. There 
was a marked reduction in 
credit losses and capital tied up 
in outstandings was cut down. 

In Cincinnati the average 
collection percentage of co- 
operating stores has reached a 


higher figure than during the 
boom period of 1928-29. The 
policy has reduced bookkeep- 
ing and collection costs, and 
cut bad debt losses. 


How to create policy 


This booklet also reports the 
results obtained in other cities. 
In a concluding chapter you 
will learn how to create a com- 
munity credit policy and how 
to put it into operation. The 
policy should bring just as 
many benefits in your city as 
it has in others. Why don't 
you learn more about this new 
development in credit control? 
Household Finance has pub- 
lished Dr. Phelps’ booklet as a 
contribution to better credit 
methods. The coupon will 
bring you a free copy without 
obligation. 


See Household’s interesting exhibit “Stretching Your Dollar” 
at the New York World’s Fair 


HOUSEHOLD FINANCE 


CORPORATION and Subsidiaries 


“Doctor of Family Finances” 

.. one of America's leading family finance organizations with 240 branches in 153 cities 
sea eee ewe we Pe eee eee ee ee eee eee ee 
Household Finance Corporation 
Dept. CW-3, 919 N. Michigan Avenue, Chicago, Illinois 
Please send me free copy of ‘‘A Community Credit Control Policy." 
This request places me under no obligation. 
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Wage-Earner Amortization-- 
What It Means to the Retailer 


AGE-EARNER amortization is a welfare meas- 

ure of national importance—for the wage earner, 

for the retailer, for any business or profession 
dealing directly with the individual. It was sponsored by 
the National Retail Credit Association in a series of bills 
commencing with the Lewis Bill of the 73rd Congress and 
culminating in CHAPTER XIII of the General Bankruptcy 
Revision Bill approved June 22, 1938. 

While CHapTer XIII does not contain all of the pro- 
visions desired by retail credit granters, it is a long step 
forward in the campaign to afford consumer debtors an 
opportunity to pay their debts from their wages or salary, 
with freedom from garnishment, through an appropriate 
bankruptcy amendment. 

CuHapTER XIII represents a new conception of bank- 
ruptcy jurisprudence and except by a liberal interpreta- 
tion of former Section 74 at Birmingham, Alabama, had 
not previously found its way into bankruptcy administra- 
tion. Through the cooperation, however, of the credit 
granter, the consumer, and the court, it should prove suc- 
cessful in operation. 

CuaptTer XIII]—Wage Earners’ Plans provides: 


Sec. 606. For the purposes of this chapter, unless inconsistent 
with the context— 

(1) “claims” shall include all claims of whatever character 
against the debtor or his property, whether or not provable as 
debts under Section 63 of this Act and whether secured or un- 
secured, liquidated or unliquidated, fixed or contingent, but shall 
not include claims secured by estates in real property or chattels 
real. 

(8) “wage earner” shall mean an individual who works for 
wages, salary, or hire at a rate of compensation which, when 
added to all his other income, does not exceed $3,600 per year. 

Sec. 611. Where not inconsistent with the provisions of this 
chapter, the court in which the petition is filed shall, for the 
purposes of this chapter, have exclusive jurisdiction of the debtor 
and his property, wherever located, and of his earnings and 
wages during the period of consummation of the plan. 

Sec. 614. The court may, in addition to the relief provided by 
Section 11 of this Act and elsewhere under this chapter, enjoin 
or stay until final decree the commencement or.continuation of 
suits other than suits to enforce liens upon the property of a 
debtor, and may, upon notice and for cause shown, enjoin or 
stay until final decree any act or the commencement or continua- 

- tion of any proceeding to enforce any lien upon the property of 
a debtor. 

Article [V—Sec. 623. A petition filed under this chapter shall 
state that the debtor is insolvent or unable to pay his debts as 
they mature and that he desires to effect a composition or an 
extension, or both, out of his future earnings or wages. 

Sec. 624. The petition shall be accompanied— 

(1) by a statement of the executory contracts of the debtor; 

(2) by the schedules and statement of affairs, if not previously 
filed; and 

(3) where a petition is filed under Section 622 of this Act, by 
payment to the clerk of $15 to be distributed, $10 to the referee 
and $5 to the clerk in lieu of the fees of $15 and $10 as pre- 
scribed in sections 40 and 52 of this Act. 


tN 


Article VIII, Sec. 646. A plan under this chapter— 

(1) shall include provisions dealing with unsecured debts gen- 
erally upon any terms; 

(2) may include provisions dealing with secured debts severally, 
upon any terms; 

(3) may provide for priority of payment during the period of 
extension as between the secured and unsecured debts affected 
by the plan; 

(4) shall include provisions for the submission of future earn- 
ings or wages of the debtor to the supervision and control of 
the court for the purpose of enforcing the plan; 

(5) shall provide that the court may from time to time during 
the period of extension increase or reduce the amount of any of 
the installment payments provided by the plan, or extend or 
shorten the time for any such payments, where it shall be made 
to appear, after hearing upon such notice as the court may 
designate, that the circumstances of the debtor so warrant or re- 
quire; 

(6) may include provisions for the rejection of executory con- 
tracts of the debtor; and 

(7) may include any other appropriate provisions not inconsist- 
ent with this chapter. 

Article IX—Sec. 651. A plan which at the meeting of credi- 
tors, as provided in Section 633 of this Act, has been accepted in 
writing by all creditors affected thereby, whether or not their 
claims have been proved, shall be confirmed by the court when 
the debtor shall have made the deposit required under this chap- 
ter and under the plan, and if the court is satisfied that the plan 
and its acceptance are in good faith and have not been made or 
procured by any means, promises or acts forbidden by this Act. 

Sec. 652. If a plan has not been so accepted, an application 

for the confirmation of the plan may be filed with the court 
within such time as the court shall have fixed in the notice of 
such meeting, or at or after such meeting and after, but not be- 
fore— 
(1) it has been accepted in writing, if unsecured creditors are 
affected by the plan, by a majority in number of all such credi- 
tors whose claims have been proved and allowed before the 
conclusion of the meeting,’ which number shall represent a 
majority in amount of such claims, and by the secured creditors 
whose claims are dealt with by the plan. 

Sec. 658. During the period of extension, the court— 

(1) shall retain jurisdiction of the debtor and his property for 
all purposes of the plan and its consummation and shall have 
supervision and control of any agreement or assignment, pro- 
vided for in the plan, in respect to any future earnings or wages 
of the debtor; and 

(2) may issue such orders as may be requisite to effectuate the 
provisions of the plan, including orders directed to any em- 
ployer of the debtor. An order directed to such employer may 
be enforced in the manner provided for the enforcement of 
judgments. 

Sec. 659. In advance of distribution to creditors, there shall 
first be paid in full, out of the moneys paid in by or for the 
debtor, and the order of payment shall be— 

(1) the actual and necessary costs and expenses of the referee; 
(2) the actual and necessary costs and expenses of the trustee; 
(3) the commissions to the referee of 1 per centum, to be com- 
puted upon and payable out of the payments actually made by 
or for a debtor under the plan, which commissions shall be in 
addition to the fee of $10 to be paid to the referee out of the 
fees deposited by the debtor with the clerk of the court, and 
(Continued on page 30.) 
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How Collections Are Speeded Up 
By the Dallas “Audit Group” 


By W.H. “JOE”) BAILEY 
Auditor, Dallas Retail Credit Men’s Association, Dallas, Texas 


Texas was a frontier, thinly populated with pioneers 

who were forced by necessity to combine their brains 
and resources to solve mutual problems and to combat 
mutual dangers presented by stern, relentless nature. 


Times have changed. However, that spirit of friendli- 
ness, neighborliness and cooperation still prevails among 
the people of Texas. Perhaps that is one reason why the 
audit system of the Dallas Retail Credit Men’s Associa- 
tion has proved so successful in rehabilitation of credit 
risks which may have 
grown weak. Perhaps 
that is a reason why the 
system has been a re- 
markably effective fac- 
tor in salvaging cus- 
tomers who, because of 
their delinquent ac- 
counts, were being lost 
to stores that had spent 
thousands of dollars for 
advertising and promo- 
tion to obtain them. 

The system is reason- 
able and simple. it pro- ; 
vides accurate and complete information on delinquen 
accounts and the people responsible for them, and induces 
those people to pay their bills with a psychology based on 
“Let us help you to protect your credit rating.” Its 
benefits have been numerous, not only to the merchants 
and their credit men, but also to individual debtors and 
to the business and credit structure of the Southwest. 


| HAS been but a comparatively few years since 


It has improved Dallas’ collection percentage substan- 
tially from one year to another, without drastic action, 
either individually or as a group. It has received the 
heartfelt thanks of hundreds of families and individuals 
for assisting them to pay off, in a dignified manner, old 
bills which they had been striving for years to retire. 

The system is operated by the “audit group,” an inner 
organization of the Dallas Retail Credit Men’s Asso- 
ciation. Its membership consists of the credit departments 
of fourteen large downtown stores, which are responsible 
for 90 per cent of retail trade in the shopping district. It 
is operated by an auditor and staff of two stenographers. 

The audit office is a clearing house for all information 
and all transactions involved in the system. The auditor 
has access to all customer account records of each of the 
participating stores, from which he develops the informa- 
tion used in contacting persons whose accounts are long 
past due. 

Whatever information the auditor obtains from the ac- 
counts of one store or which may develop from corre- 
spondence or personal conversation with the debtor, is 
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The Dallas “Audit Group” at Work 


passed on to member stores. If the auditor finds that 
John Doe owes No. 6 store $35 which has been due four 
months and No. 3 store $18 which has been due six 
months, it is apparent that something is wrong. 

He records whatever information is available from the 
stores’ accounts onto a form known as an audit ticket 
(see Figure 1, next page). Later this information is 
transferred to a large sheet, known as a consolidated 
compilation sheet (Figure 2), on which is shown similar 
information developed on other long overdue accounts. 
The compilation sheet 
is ruled to provide space 
for names and addresses 
of 12. debtors, the 
amount overdue to each 
of the fourteen stores, 
the period of time over 
which purchases’ ex- 
tended, and facts devel- 
oped by the auditor 
which have bearing on 
delinquency of the ac- 
counts. 

This sheet (or group 
of sheets) with its perti- 
nent information, is passed on to each of the participat- 
ing stores in order that Mr. Doe cannot, if he is so in- 
clined, go to a third store and further endanger his credit 
standing by making purchases for which he probably 
couldn’t pay when they came due. 

Only accounts which are outstanding four months or 
more come under the scrutiny of the auditor. The audit- 
or’s first step in dealing with a debtor usually is a letter 
appealing for the account to be brought to a current basis 
for the sake of his credit standing. 

At other times, when condition of the account indi- 
cates that a personal interview is necessary, the auditor 
writes a letter inviting the debtor to call at the office on 
a matter of vital importance to his credit rating. Never, 
in the several types of letters used in different circum- 
stances, is there reference to any member store or to the 
debtor’s owing any specific store, but the importance of 
maintaining a good credit rating, however, is emphasized. 

Most of those who appear at the auditor’s office are 
sincerely concerned about the. condition of their accounts 
and lay bare their financial problems. 


It is in such cases as these that the auditor comes to 
the assistance of both the merchant and the debtor. He 
saves the merchant’s investment, not only in the mer- 
chandise which is unpaid for, but also in money expended 
for advertising and for obtaining and opening new cus- 
tomer accounts. He saves the credit rating of the debtor, 
helping to put the customer’s accounts on a payable basis. 








If, during an auditor-debtor conference, it develops that 
the debtor’s past due bills are of a nominal sum and are 
delinquent because of conditions which are temporary, ar- 
rangements are made for early payment in full. On the 
other hand, if it is found that full payment is impossible 
or would prove burdensome, a plan is devised so that he 
may take care of his obligations over a period of time. 

The auditor’s first suggestion is that the debtor obtain 
a loan from a bank. If the loan is granted its proceeds 
are distributed, paying off all creditors. If the debtor 
cannot obtain a bank loan on his own or friends’ sig- 
natures, the auditor offers help in obtaining a limited lia- 
bility loan from a bank, with each creditor as a co-signer 
but with liability only to the amount each is due. 

At times neither of these plans is satisfactory. When 
a debtor’s past due accounts total a sum his income is too 
small to clear in twelve months, the auditor exacts an 
agreement that the debtor make periodic payments to the 
auditor’s office. As payments are made, the auditor pro- 
rates receipts among creditors. 

Thus, in time, with operation of one or the other of 
the several plans, the debtor liquidates his entire indebted- 
ness. In this manner, the debtor is “salvaged” as a cus- 
tomer for the stores he formerly owed delinquent accounts. 

Some debtors, however, are harder to deal with. For 
example, there was Mr. Blank who left Dallas and an 
unpaid bill of about $25. Several years later he returned, 
and an audit revealed the old bill. A letter was ad- 
dressed to the man by the auditor, inviting him to come 
in for an interview. 

When Blank arrived he was informed that the ex- 
tremely overdue bill was affecting his credit rating. 


Blank was indignant, loudly denied he had incurred the 
bill and threatened to sue if it were shown against his 
credit record. 

He was told, politely but firmly, that the audit system 
was operated principally to help honest men and women 
obtain good ratings or to regain them if lost, but that it 
also had the purpose of protecting those who extended 
credit. He was unconvinced and still indignant as he 
departed. But a few days later he was back again. 

“T’ve been thinking it over,” he said. “I owe that bill 
and others totaling more than $500. Once I had a good 
credit rating, and I’d like to regain it; but I don’t know 
how to go about it.” 

He listed all of his indebtedness, revealing exact 
amounts of old bills due six or seven other stores which 
were not members of the audit group and whose accounts 
had not been disclosed by the audit. 

In order to regain his rating, it was necessary for him 
to liquidate all of his past due obligations, whether or 
not they were due members of the audit group. The 
auditor suggested a limited liability loan, but Blank’s 
income was insufficient to permit him to pay back the 
loan in twelve months; so, the auditor set up a trustee 
account in his own office. Blank is sending in monthly 
payments toward its retirement. 

Six letters are used by the system. One, for the debtor 
owing only one past due account, urges him to remit at 
once. Another is addressed to persons owing two or 
more past due accounts (see Figure 3, page 5). A 
third is for debtors living out of the city. Another sug- 
gests a personal call to the auditor’s office. Another is 
used when no response has been received to a previous 
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NAME AND ADDRESS 173 6 1 180 468 686 | 1071 3 757 210 695 678 2 109 1008 REMARKS 
Ham, R. A. 17 29 55 
+* 1 901M, 10th st., 9 ” 8-9 @) 
38 38 38 
2 Hines, J. J. 31 25 
1401 First ave. 5-12 10 
38 38 
—— ———— 
ee a 
7 Houston, Nathan F, 
725 Fourth Ave. 
Houston, S. 8S. 45 50 29 
8 1742 Pine st. i 9-4 5 
37-38 
Houston, Thomas 61 BR % ° 
9 2112 Jackson St. 10-1 go ¥ > 
38 
pesiaence AA™ age of Balan 
Houston, Yvonne F adress—— 
10 1901 Wo. Preirie . a Business ® a sis. 
834 Republic Bk. Bldg. 38 38 
—— a 
Hyer, Herman R. 56 Balance Ow" is 
11 1601 Park Ave, 2-9 “Pe 
Oklahona city, Okla. 38 see a ie 
; it 
Firm Audi tr 
12 ‘Hyer, Relph B. —s 
4516 Bryan st. = 11-12 
2500 Commerce St, 38 
173 46 1 180 468 686 | 1071 3 757 210 695 678 2 109 1008 
Figure 1—Audit Ticket; Figure 2—Section of “Consolidated Compilation Sheet.” Both described on page 3. 
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letter. The sixth (Figure 4) is addressed to persons 
whose accounts have been ‘charged off records as uncol- 
lectible. 

If possible, letters are sent to the business address of 
the debtor and letters to married women are sent to the 
business address of their husbands, often with good re- 
sults. The auditor avoids appearing as a “big shot.” He 
answers his own telephone. It has a psychological effect. 

About 500 delinquent accounts are checked each week 
by the audit, which progresses through the alphabet in 
three months. This permits every past due account to 
come to the attention of the auditor and credit managers 
every ninety days. 

The system also obtains and distributes weekly infor- 
mation on all credit “emergencies,” such as are brought 
out by marriages, divorces or bankruptcies. It checks 
weekly to ascertain whether debtors applying for limited 
liability loans have omitted any creditors from applica- 
tions. It is a clearing house for information on “ad- 
dresses wanted”’ and provides weekly data on returned 
checks. 

Born ten years ago, the system has been constantly im- 
proved with application of new ideas. Never has a new 
idea been adopted except that it proved efficient in prac- 
tice, nor has any idea been adopted on which elaboration 
failed to produce even better results. 

When the system was launched there were dissensions 
and bickerings. Credit managers, like strange dogs placed 
together in the same pen, growled and grumbled—like 
dogs and humans will do—each fearful that the others 


were intent upon taking advantage of him. 

It required only a short time for them to realize that 
the system would benefit each and all, with discrimination 
against none. And today the audit group is a strong or- 
ganization, currying no special favors of and giving none 
to any of its members. It has no axes to grind, save that 
axe of generally improved credit. 

Its regulations are strict. It demands and gets com- 
plete access to customer records of its member stores. 

Operation of the audit is controlled by a board of di- 
rectors, now headed by Edwin A. Thatcher, credit man- 
ager of Volk Bros. The board functions much similar 
to a loan and discount committee of a bank, listening to 
recommendations of the auditor and authorizing his ac- 
tion when necessary. 

The system has two theories. One is that cooperation 
between members and assistance to the owing public will 
have general benefit. The other is that a credit depart- 
ment must keep its accounts healthy, else lose for its 
store the investment that has been made toward opening 
new accounts—that a credit department should occupy 
an important place in the store’s advertising and promo- 
tion system—because shoppers patronize stores where they 
have the convenience of charge accounts, but that such 
charge accounts actually represent potential loss unless 
kept in a condition that customers are constantly using 
them. 

The group is convinced that operation of the audit 
system has strengthened the credit structure of the entire 

(Continued on page 31.) 





SECOND VICE-PRES. DENT eecmeTaRy 
ROBERT L. AKING, Cnnorr Mon. ae TON, J0., Mom 
AnTwum A. Events CO. MERCHANTS RETAIL CREDIT ASEM 


ALLAS RetaitCrepitMen’s ASSOCIATION 


INCOR PORATED 


PResioenr 
HL. HOLLIS, Canon Mon. 
MAGNOLIA PETROLEUM CO 
TREASURER 
MR FORTBON, Aner. Ca 
yexas 





Afiated Wud 
EDIT MEN OF TEXAS 
(NAL RETAIL CREDIT ASSOCIATION ASSOCIATED RETAIL CR 
— MERCHANTS RETAIL CREDIT ASSOCIATION 


ALLAS, TEXAS. 
we 9, 1939. 


©. 4. CAROTHERS 
Crnorr Mt 


ANAeR 
MUNT GmocERY CO 


Mme WILLA KAY FALL 
Ce wae cox. LOVE AND WRIONT ©) 
cheor Mama Mr. John Doe, 

venaely 4515 Gaston Ave., 


Dallas, Texas. 


JOE BAILEY. Avor 
2112% Jackson 6F 
ne 





Dear Mr. Doet~- 

For some time the Dallas Retail Credit Men's 
Association has made periodical audits of mer- 
chants" books to determine the paying habits 
of those buying in the Dallas market. It ap- 
pears that some of your accounts are not being 
handled on the 30-60 day basis 
to maintain a prompt credit rating. 
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BAYLOR HOSPITAL 





WARREN TALIAFERRO 
‘Caer? MANAGER 
DREYFUSS 8 BON 
J. © TEOELMEvER 
RESIDENT 
HUEY @ PHILP MAROWARE CO 


4. L_COTTINGHAM 
‘cmeort 
+m 


4.0, YEARGAN 
Gecmevany 
vanes ac 






ROBERT A ROSS 
CmeorT MANAGER 
NEM AM MARCUS CO. 


This letter is mt being written at the request 
of any of the merchants with whom you have ac- 


counts. It is just a friendly suggestion on th 
part of this office to aid you in improving you 


4 M TOROLOWSKY 
Ce ort Mane 
‘ 


a reflect the condition of your accounts. 
Youra yery truly, 


JBsrt 





CHAS. A CALOWELL 
Cuan norm 


wre) 





7. K JOMNETON 
Business Manson 
DALLAS MEDICAL @ SURGICAL CLINIC 


Bann @ TRUST CO. 


vo" 
meet 


that is essential 


If 


e 
rt 


credit standing, since your rating must necessarily 


SOAS ECC RES 


eeAsuere 
M_® FORTSON, Aner. Casman 
, wn & TRUST Co 





ABiaed Wine 


NATIONAL RETAIL CREDIT ASSOCIATION ASSOC 
JATED RETAIL CREDIT 
MERCHANTS RETAIL CREDIT ASSOCIATION ea 


Datras, Texas 
February 9, 1939. 


JO€ BAILEY, Avorves 
2112% seen 


Ove AND wRionT 





me Mr. John Doe, 
4515 Gaston Ave., 
Dallas, Texas. 


Dear Mr. Doer- 


Not so long a 
credit satinge” you enjoyed an excellent 


During the past few 
years ma things ha 
happened to prevent a great A poeple teen 
handling their personal affaire as they de- 
sired. With improved conditions that mke 
it possible, it is no doubt your ambition 
to have your good standing re-established. 
This is not a col 
desire on the part of this office to help you 
your credit rating. If you 


with our office, I wil 
the matter with you. is 


Very truly 


will communicate 
glad to discuss 


You, 


non JBert 


read Chime 





Composed of the Mercantile, Banking & Yrofessional Interest of Greater Dallas | d of the Mercantile, Banking & Professional Interest of Greater Dallas 


Figure 3—Letter to debtor owing two or more stores; Figure 4—Letter to “Profit and Loss” accounts. 
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“Cash and Candy”--A Credit “How” Story 


By ROBERT W. SLOAN 
Credit Manager, Reymer & Brothers, Inc., Pittsburgh, Pa. 


’ | ‘URNING candy into cash is ““The Sweetest Story 
Ever Told,” to me as Credit Manager of Reymer’s, 
who have been selling candy in Pittsburgh for 

ninety-three years. They manufacture confectionery for 

the wholesale, jobbing and retail trade and, as well, are 
wholesalers and retailers of cigars. The Retail Division 
consists of seven retail stores, located principally in the 

“Golden Triangle” in which are sold candy of all kinds. 

In connection with these stores are soda fountains serv- 
ing light lunches. Three of the stores have restaurants. 

In addition to these candy stores, there are three cigar 








“This Article -- 


is submitted with the hope that it may be 
of some benefit in offering a few sugges- 
tions to the smaller business which finds 
it costly to control and collect small ac- 
counts.” 

—THE AUTHOR. 








stores and ten cigar stands located in downtown office 
buildings and hotels. Because of the nature of the com- 
modities sold in these retail outlets the charge accounts 
are naturally not of large amounts, in most cases, but 
still (to obtain results) it is necessary to have a good sys- 
tem well maintained and lived up to. You will find the 
following outlined system a simple one, moderate in cost 
of operation, practical, and one that is getting results. 


New Accounts and Charge Control 


We have approximately seven thousand accounts. The 
majority of these are active only two months in the year, 
at Christmas and Easter time. The other ten months, 
about one-half of them are active. 


All prospective charge customers are asked to fill in a 
Credit Application—see Figure 1 on opposite page. The 
information is promptly checked through the Credit Bu- 
reau and if the account is opened a letter (Figure 2) is 
written to the customer informing him that the account is 
open and can be used in any of our Retail Departments. 
Enclosed with this letter is a Credit Courtesy Card 
(Figure 3) which the customer signs. (The reason for 
this signature is that in case of take parcels or luncheon 
checks the customer is asked to sign the original charge 
sheet and his signature is then compared with the signa- 
ture on the Credit Courtesy Card). If on the other hand 
the information received is not satisfactory, the customer 
is written to that effect. 


The control of these charge accounts in our various 
stores is handled in a very simple manner. We have in- 
stalled in the larger stores (the smaller stores refer to 
the larger ones for information) card index files, contain- 
ing the names and addresses of the seven thousand ac- 
counts on our books, typed on light weight 3 x 5 index 
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stock. These cards are dated at the time the system is 
installed and as a new account is opened a white card is 
sent to each department which is filed alphabetically. 


In case it is necessary to suspend credit, a buff colored 
card is sent to the various stores and they destroy the 
card in file of an earlier date, keeping only the latest 
dated card for each customer in their files. When a cus- 
tomer wants to charge merchandise the file is referred to 
immediately and if a white card is found the customer is 
O.K. If a buff card is found the clerk immediately tele- 
phones the office and is instructed whether or not the ac- 
count is chargeable. 

In this way we have an automatic control, always up to 
date. All derogatory information received on accounts 
rejected goes into these files on buff cards and if credit is 
reinstated on a former unsatisfactory account a white card 
will again open the account for charges. 


Collection Procedure 


We render itemized statements on the first of each 
month, covering the previous month’s purchases, and these 
statements are payable on the fifteenth. If the account 
has not been paid in full at the beginning of the next 
month, and the account would then be fifteen days de- 
linquent, a sticker is placed on the statement calling the 
customer’s attention to the delinquency with a friendly 
reminder (Figure 4). This is one of the “gold” stickers 
furnished by the National Association. Printed on gold 
paper, it is very attractive and dignified. If a payment 
was made on account but the entire balance not satisfied, 
another sticker is placed on the statement (Figure 5). 


When the account becomes forty-five days delinquent 
and has not been satisfied we mail a form letter (Figure 
6). When the account is seventy-five days delinquent an- 
other form is mailed. If the account is still unpaid at the 
end of 105 days a personally dictated letter is written and 
the account followed up every ten days either by telephone 
or by mail until a definite understanding is had. 


If nothing has been accomplished at the end of 125 days 
the account is then mailed the printed (1-2-3) collection 
letter forms on Credit Bureau stationery mailed from our 
office. These forms are mailed out at intervals of seven 
days requiring another three weeks and if these do not 
bring results the account is given to the Credit Bureau 
for collection. We then feel we have exhausted every 
possible effort to collect in a friendly manner. 

The form letters referred to above are typewritten let- 
ters written the middle of each month and filled in with 
the date, name, address and salutation of the customer to- 
gether with the amount of the account. The letter and 
statement with a return envelope go forward the first of 
the month. These forms are changed every month and 
have the appearance of typewritten dictated letters rather 
than mimeographed forms. We know from experience 
just about how many of these forms we need each month. 

(Continued on page 23.) 
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Application for Credit 


REYMER & BROS., INC., Pittsburgh, Pa. 


CQ) oo 
Date 





















Name 
Street 
City and Stave 
Former Address 
Occupation 
Address of Firm 


Amount Desired Monthly $ 






I have accounts in the following stores— 
(Please give addresses if not in Pitsburgh) 


1938-1939 6140 
REYMER & BROS., Inc., Pittsburgh, Pa. 


Upon presentation this card entitles 
25 Main St., 


Pittsburch,Pa. 
to Reymer’s products at wll Retail Stores 
of the Company chargeable to same account. 





Comomers Sgnarere 





on 








MANUFACTURING CONFECTIONERS IMPORTERS OF FINE CIGARS 


REYMER & BROTHERS, INC. 


POST OFFICE BOX S08 


PITTSBURGH, PA. 








January 2, 1959 


Mr. John Doe, 
25 Main Street, 
Pittsburgh,Pa. 
Dear Mr. Doe: 


° It is a pleasure to add your name to 
ur list of charge customers and we trust this will 
be the beginning of long and pleasant business 
relations. 


Your new charge account will be cheer- 
fully honored in any of our Retail Stores. In 
connection with our Candy Stores we operate Soda 
Pountains and Restaurants to conveniently serve you 
and we also have a number of cigar stores to supply 
all needs of the smoker. 


Our statements are rendered on the 
first of each month for the previous months purchases 
and are payable on the fifteenth. 


We hope you will find your account a 
great convenience and we will do our best to handle 
the business you entrust to us to your entire satis- 


faction. 
Yours very truly, 
REYVER & BROTHERS, INC. 
RWS /FC —“Chopi’ MANAGER 


“UNEQUALLED SINCE 1846" 








_ MANUFACTURING CONFECTIONERS 


REYMER & BROTHERS, INC. 


POST Office BOX S08 
PITTSBURGH, PA. 
December 1,1938 


© 


Pittsburgh,Pa. 
Re: Account $20.93-September 
Dear Mr. Doe: 





We are glad to have the pleasure of 
your account and we hope you have been pleased 
with both our merchandise and service. 


IMPORTERS OF FINE CIGARS | 





FURING CON 
0 FECTIONERS _IMPORTERS OF FINE CIGARS 


REYMER & BROTHERS. INC. 


POST OFFice Box soe 


PITTSBURGH, PA, 
June 18, 1938 


Mr. John Doe 
25 Main Street 
Pittsburgh, Pennsylvania 


Dear Mr. Doe: 


® 


One of the ¢reatest jo; 
as I see it, is its friendships joys of life, 
valued posssesicn, pS. A true friend is a 


What is true of our perso 
is also true of our business lives, We like’ to ry jo 


there is a spirit of friendship underlying each business 








transaction and that friendship in business is « valuable 


You will please notice that a portion asset. 


of our enclosed statement has become delinquent and 
so that our business may be conducted in a uniform 
manner we appreciate settlement of a11 charge 
accounts on the fifteenth of each month following 
purchases. 


I have thow 
bit recently end feel thet those a per arene 2 
‘On the Dot" should have a word of commendation now end 
Please accept the above request in then and here it is— 
ry the same spirit of friendliness in which it is made 
and if we can be of service to you in any way do - 
a a n us. ank 
not hesitate to call on us meeting your obligations, for = ral yl me rep in 
line and most of all for your friendship and the dictpant 


Yours very trul 
y Ys business relations which we enjoy with you." 


Yours very truly, 
RwS/FC 
REYMER & BROTHERS, INC, 











CREDIT MANAGER 


“UNEQUALLED SINCE 1846" 


“UNEQUALLED SINCE 1846" 
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Alphabetic Filing vs. Numeric Filing 
Numeric Filing vs. Due Date Filing 


By F. LLOYD WASSELL 


Installment Accounting Specialist, New York City 


12 articles on Installment Methods 


This is the fourth of a series a | 


ANY men in installment accounting of any char- 
M acter would question the value or the wisdom 
of taking up the time to write or the space to 
publish an article on the first half of this subject. They 
have proved conclusively by experience that the numer- 
ical arrangement of installment accounts is sound, eco- 


nomical, eliminates mistakes and removes embarrassment 
in dealing with customers. 


Mrs. Henry Wilson enters the store with fire in her 
eyes and waves a letter at one of your cashiers. She has 
been late on half of her payments to date but here is an 
opportunity for her to tell you what she thinks of you. 
Mrs. Henry Wilson made her payment this time exactly 
on the due date. Now a week later she has received a 
notice—a personal letter—saying her payment is overdue. 

Upon looking up the transaction in the alphabetically 
arranged ledger, it was found that another Mrs. Henry 
Wilson was credited with her payment. Had the ledger 
been numerically arranged, the two Mrs. Wilsons would 
not have been so close together in the file. 

In spite of all there is to say for a numerical file and 
against an alphabetical arrangement, there are still many 
thousands of installment ledger cards filed alphabetically. 

The two main reasons usually given are: 





a. Elimination of the upkeep of a cross index. 

b. Only one place to look for an account when the cus- 
tomer forgets the payment book or mails in a pay- 
ment without the coupon from her payment book. 


The average history in connection with installment ac- 
counts, however, shows that not more than five per cent 
of the total number of customers fail to bring or send 
book or coupon when making their payments. 

The cost of a cross index to account numbers is very 
small as compared with the benefits received from a nu- 
merically arranged installment ledger. This alphabetical 
cross index also has other values to compensate for this 
cost. It can act as a permanent credit history card giv- 
ing a record of all past accounts carried and the manner 
of payment. It is also valuable as a mailing list for use 
during the life of the account as well as after the ac- 
count becomes paid up. 

From the angle of actual procedure in the installment 
accounting field today, it is easily proved that there are 
almost 20 numerically filed installment accounts as com- 
pared with one alphabetically filed installment card. The 
reasons are as follows: 


1. When number is known it is easier to locate ledger 
card or contract, and any correspondence that may 
have accumulated. 

2. Faster to file and find. 


3. Eliminates errors in posting or handling of corre- 
spondence caused by similarity of many surnames 
when filed alphabetically. 


Due Date vs. Numeric Filing 

Let us ask ourselves the most important function of an 
Installment Ledger Card. When the first installment ac- 
count credit was granted the ledger was merely one to 
keep the account. The following of payments was sim- 
ple, and usually the credit was of an almost unimpeach- 
able nature. The account may have proved slow but the 
debtor usually had good assets and only one installment 
account. 


Later on, as installment accounts became more popular 
and numerous, two cards were established, one for col- 
lections and one for purely accounting purposes. This 
method which involved two postings proved very expensive 
and ways and means were developed to cut down this 
expense. 


One of the first plans and one that is still popular and 
efficient, is through the use of visible equipment, where 
the two cards are filed in one place and posted at the 
same time, the collector’s card being pulled from the file 
only when it is necessary to place it in the hands of a 
collector. 

Today, the greatest problem in Installment Selling is 
collections. The man who owes you, in many cases, owes 
many others. The most necessary thing in Installment 
Selling is the following of delinquents methodically, early 
and often. ‘The odd thing about the following-up of 
credits is the fact that one of the biggest stores in the 
country has proved that strict credit rules and follow-up 
on installments HAS NoT lessened the number of cus- 
tomers they have and iT HAs helped their balance sheet. 
Their customers know that these rules were made for a 
purpose and if they desire future credit they will have to 
live up to the rules. 

Getting back to due date filing—a due date is estab- 
lished on an Installment Account for a definite purpose. 
To have it serve that purpose in a definite manner is 
therefore elemental. Following out this line of thought, 
it has been found wise and profitable from the angle of 
time saving to make it serve more than one function by 
making it the prefix to the actual account number. Thus, 
whenever an account is mentioned, the due date is known 
without further reference of any kind. To illustrate how 
this works out, we are setting down below a group of 
numbers, first listed under the old-fashioned numerical 
sequence and then with the new due date prefix, which 

(Continued on page 13.) 
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“Enthusiasm Ran High” at Milwaukee’s 
First Credit Course Meeting 





Milwaukee’s Credit Class at First Meeting 


“Tt is a real pleasure for me to tell you that we held ““Tuesday’s speaker was Floyd Habein. He delivered 
our first credit course meeting Tuesday evening, January an outstanding talk which went over big with the group. 
10,”’ wrote Erwin Kant, Credit Manager, Ed. Schuster Enthusiasm ran high and remarks regarding the book 
& Co., Inc., Milwaukee. “Without using high-pressure and the entire set-up were most complimentary.” 
salesmanship to have the people subscribe for the course, (Editor’s Note: Milwaukee has purchased 119 books 
we had an enro!iment of 98. ; to date, indicating additional enrollments.) 





Credit Schools Using New Textbook 


Datta. Tek. . . « 329 Pontiac, MIcH. - ~- 61 Waco, Tex. 





a a 33 
New Orveans, La. —~ — 155 SACRAMENTO, CALIF. - 60 McKeesport, |; 4 32 
Fort WortH, Tex. — — 151 Scnenectapy, N.Y. ~ — 60 Santa Ana, Catir. - _ = 28 
Mitwavukeg, Wis. - — 119 PrrrspurcH, Pa. _ —~ - 60 SoutTH Benn, Inp. . 
PorTLaANp, Ore. - - - 101 Portsvire, Pa. - - - 58 Bexorr, Wis. _ - - 26 
Davenport, IA. - — —~ 96 Counc Biurrs, Ia. — 56 TYLER, Tex. — - - 26 
Youncstown, On1o _ — 94 Duruam, N.C. . — _ 54 Austin, Tex. - - - - 25 
Wicuita Fatis, Tex. —~ 79 Cerpar Raps, IA. —~ — 53 GALVESTON, Tex... - - 2 
OKLAHOMA City, OKLA... 77 Lancaster, Pa. ~ —~ — 52 — ANTONIO, Pex. - - as 
Vancouver, B.C., CAN. 2 77 Houston, Tex. ~ —~ - 50 tet a latices a 
AMARILLO, Tex. -~- —~ -— 73 Quincy, ILL. - - . 49 ena R I. Pan ae 95 
DutuTH, Minn. - - - 70 Victoria, B.C.,Can.- - 44 gy JoserH, Mo. ae 
Granp Junction, Coro... 70 Batrte Creek, Micn. - 43 Arrizsncen Sl aee . 0 ae 
PAMPA, TEX. . —~ — . 66 BrincHAmToN, N.Y. - - 42 Tononro — Pane ’ 26 
Mopssto, Cautir. - ~ —~ 66 Dusugug,Ia.- ~ -~ ~ 40 Naw Oe eine Conn me 95 
Et Paso, Tex. —~ —~ — 66 Forr Smitn, Ark. —- . 39 Pease au oun “es 25 
LYNN, Mass. - - - - 65 Santa Barpara, Cauir. - 35 «ygempyis TENN. . . 25 
Owensporo, Ky. . —~ — 63 LyncnsBurc, VA. . —~ — 34 - , oul A o> 
St. Louis, Mo. ~ -~ —~ 61 Mempnis, Tenn.- -~ - 33 *Spring Schools. 





For Further Information Write 


NATIONAL RETAIL CREDIT ASSOCIATION 


EXECUTIVE OFFICES coe SAINT LOUIS 
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N ANALYSIS of this title to me means providing 
the time to understand your customer’s problems 
and to attempt to understand them from his view- 

point. As credit men our problem would be as follows: 

To collect accounts receivable as rapidly as possible with 
the least possible expense, and in addition to build new 
sales from our accounts receivable and to find new sources 
from which to derive future credit sales. 

In order to understand the problems of these customers 
who come into our offices, we must be equipped to help 
and advise them in many social and economic problems. 


For instance, there is the matter of the customer’s 
budget. In many cases, we may find that an analysis of 
our customer’s budget might help him so that he could 
provide more funds to pay on past due accounts. Or for 
those who do not operate a budget, we may suggest and 
arrange a budget which would help them take care of 
their other obligations. 

In the matter of finance, our experience may show that 
he is not using the proper means to finance himself in 
this everyday activity. 

The social problems which we may have an opportunity 
to advise upon are the financial viewpoints of coming 
marriage or the necessary responsibility and financial prob- 
lems of rearing a family. 

For those who are unemployed, we hear daily of some 
individual who has turned to a large concern for sugges- 
tions when he is planning to enlarge his personnel, or we 
might know of a customer who is looking for an employee, 
and thus can help a less fortunate customer to obtain a 
position. 

Our experience may show us that the type of work that 
the individual is doing is unprofitable for him due to con- 
ditions over which he has no control and we, therefore, 
might advise him to seek better employment in a new 
field. 

Often we are called upon to assist in medical problems, 
and our best method of procedure in such instances is to 
urge the individual to provide the best for himself that he 
possibly can in the matter of medical aid. 

Many of us are asked legal problems, and our experi- 
ence has taught us that the best results are obtained by 
referring him immediately to an attorney for consultation, 
as the average attorney will provide a consultation that 
would be to the person’s best advantage, and would serve 
to reassure and protect him, even though he might not 
immediately require the services of such a person. 

When one becomes financially involved, and rather in- 
solvent as to paying his debts due to sickness, unemploy- 
ment, or various other domestic trouble, we may take him 
to a pro-rate bureau, otherwise known in some cities as a 
bureau for the purpose of pooling accounts, so that the 
debtor is able to pay each of his creditors their obligation 
as rapidly as his earnings will permit. 
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Personalized Collection Service 


By MARK B. SCHNITZER 
Credit Manager, Bernard’s Jewelry Shop, Portland, Ore. 


In Portland, our problem is first, to protect the debtor, 
and help him to live properly without unnecessary worry 
due to the fact that he is unable to pay his bills, and sec- 
ond, to assure the creditor that the funds in excess of liv- 
ing expenses which the debtor earns will be pro-rated 
among the creditors. 


I should like to cite to you one of these pro-rate cases 
and the manner in which it was arranged: 

A couple called at our credit office and explained that 
they were desirous of paying our past due account, but 
were heavily in debt and were financially unable to do so 
in view of their immediate expenses and their many credi- 
tors pressing them for payment of past due accounts. This 
couple has been married for a period of six months, and 
their indebtedness totals the sum of three hundred dollars, 
the greater portion of which is past due and delinquent. 
There are one or two legal judgments against them, and 
attorneys pressing them for payments of these accounts. 

They have no funds with which to pay these debts in 
full, but are paying what little they can on account. They 
are going to have an increase in their family in five 
months, but as yet they have been able to save no money 
for this event, as the persistent demands of their creditors 
make it necessary to pay out the greater portion of their 
salaries on past due accounts. The husband’s income is 
one hundred dollars per month. The wife is unable to 
work and contribute to the support of the family. In ad- 
dition, she requires special foods and medicines (as she has 
been ill) which are an additional expense. 

After learning these facts, we took this couple to our 
Adjustment Department of the Retail Credit Association 
who explained to them the pro-rate plan, and arrange- 
ments have been now made for them to pro-rate their 
indebtedness and an assignment of the husband’s salary 
has been made to the Retail Credit Association so that no 
further garnishments may be issued, and the creditors are 
assured that they will be paid. 

The Adjustment Department helped ‘to arrange a 
budget for the debtor together with his wife, and after 
consulting with them, it was agreed that twenty dollars 
a month could be paid on their indebtedness. They also 
are setting aside a fund for the future expenses of hospital 
and doctor bills. 

The plan is flexible enough to provide for the debtor 
should additional expense arise, and also beneficial to the 
creditor as it assures him that he will receive a check once 
a month. Should the wife be able to return to work or 
the husband receive a salary raise, the increase in income 
will be pro-rated among the creditors. The cost to the 
debtor is 10 per cent, the cost to the creditor, 5 per cent. 
The 10 per cent charge is very small in view of the 
amount of work entailed in pro-rating and distributing 
the funds. In most cases, the pro-rate department will 

(Continued on page 31.) 
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Fifth and Thirteenth Districts to Hold 
Joint Confererice at Indianapolis 


The Fifth and Thirteenth Districts of the National 
Retail Credit Association will meet jointly for the first 
time in history March 19, 20 and 21, at the Claypool 
Hotel, Indianapolis. In conjunction with this Conference 
will be held the Fifth District School of Instruction for 
Bureau Managers of the Associated Credit Bureaus of 
America. Attendance of at least 500 is anticipated. 


District Five is composed of the states of Ohio and 
Michigan and the Province of Ontario while District 
Thirteen comprises Illinois, Indiana and Wisconsin (ex- 
cept Superior). ' 

Preparations to entertain the delegates are going 
forward in the offices of the Merchants Association of 
Indianapolis, of which Murray H. Morris is Manager. 
Allison P. Koelling, assistant to Mr. Morris, is General 
Convention Chairman. 


The program is practically complete. Speakers of the 
highest order have been obtained. Discussion topics for 
the general and group meetings have been assigned care- 
fully with a view to providing inspiration and practical 
ideas for all who attend. Also, one evening has been 
set aside for entertainment only: a banquet on Monday 
evening in the Claypool’s famous Riley Room for all 
delegates and guests. There will be dancing and enter- 
tainment—no speeches. 

Registration wil! start Sunday, March 19, at 4 P.M. 
in the hotel lobby and will continue until 8 o'clock. At 
7 P.M. there will be an informal meeting of the Credit 
Women’s Breakfast Clubs with Miss Kathryn K. Blot- 
nick, Fifth District Chairman, presiding. 

Monday morning’s session will be addressed by Her- 
man B. Wells, President of Indiana University (the 
youngest state university president in America); C. E. 
Moorman, President, Associated Credit Bureaus of 
America, Inc. ; and Frank T. Caldwell, General Manager 
of A. C. B. of A. 

Group meetings will start Monday afternoon (and be 
continued Tuesday morning) of five N.R.C.A. Groups: 
Department stores, Utilities, Furniture and Appliances, 
Dairies, and Finance and Loans. 

General Manager-Treasurer Crowder of the National 
Association will be the speaker at a joint luncheon meet- 
ing of the credit men and bureau managers Tuesday. The 
District elections (Districts Five and Thirteen) will be 
held after this luncheon. 

Tuesday afternoon will be Spent in store visitation 
by members of the N.R.C.A., the members dividing up 
and visiting credit departments of the retail stores in 
which they are most interested. 

Indianapolis has a newly organized unit of the Na- 
tional Retail Credit Association—the Retail Credit 
Granters of Indianapolis, which held its first meeting 
January 27 and elected the following officers and direc- 
tors: 

President, R »bert O. Bonner, L. S. Ayres & Co.; Vice- 
President, R. B. Stokes, Banner-Whitehill Co.; Secre- 
tary, John F. Raney, William H. Block Co.; and Treas- 
urer, Harry E. Watson, L. Strauss Co. 

Directors (in addition to the officers): L. E. Martin; 
H. J. Kennelly; B. J. Heitjam; Paul K. Lawall; and 
L. C. Sparks. 


MARCH, 1939 


The Barometer of 


Retail Business 


Sales and Collection Trends 
January, 1939, vs. January, 1938 


Compiled by Research Division, National Retail 
Credit Association 


Arthur H. Hert, Research Director 


ary; total sales .7 per cent; and collections .6 per 
cent, in the United States and Canada as com- 
pared with January, 1938. These decreases were mainly 
due to unemployment throughout the country. 
Of the 54 cities reporting, 25 cities reported small in- 
creases in collections, credit and total sales respectively. 


High-lights of the monthly analysis are shown in the 
tables below: 


» REDIT sales decreased .9 per cent during Janu- 








High-Lights for January 


54 Cities reporting. 
19,578 Retail stores represented. 


COLLECTIONS 


26 Cities reported decreases. 
.6% Was the average decrease for all cities. 
15.0% Was the greatest decrease (El Dorado, 
Kan.). 
25 Cities reported increases. 
9.0% Was the greatest increase (Mt. Clem- 
ens, Mich.). 
3 Cities reported no change. 


CREDIT SALES 


25 Cities reported decreases. 
.9% Was the average decrease for all cities. 
19.8% Was the greatest decrease (Detroit, 
Mich.). 
25 Cities reported increases. 
9.7% Was the greatest increase (San An- 
tonio, Tex.). 
4 Cities reported no change. 


TOTAL SALES 


24 Cities reported decreases. 
.7% Was the average decrease for all cities. 
11.0% Was the greatest decrease (Pitts- 
burgh, Pa.). 
25 Cities reported increases. 
25.0% Was the greatest increase (Gaines- 
ville, Ga.). 
5 Cities reported no change. 
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More About the “Most Important 
Credit Problem for 1939” 


ERE are the balance of the answers to the 
annual question, “What Is the Most Im- 
portant Retail Credit Problem for 1939?” 

This annual symposium started in the January is- 
sue and a number of answers were published in the 
February number. The remaining answers follow: 


A Sound Credit and Collection Platform 


Rather than attempt to single out one item as The 
Most Important Retail Credit Problem for 1939, I have 
listed three items which, if properly followed out, will go 
a long way toward insuring successful credit and collec- 
tion departmental operation for the year 1939. These 
cannot be classified as problems, but are good solid planks 
in a sound Credit and Collection Department Platform: 

1. Continued study of Credit and Collection Depart- 
ment operating expenses. 

2. Continued application on the part of the Credit 
Manager to promote the best mutual understanding and 
cooperation with the Service and Merchandise divisions, 
with a consequent benefit to the customer, the individual 
departments and to the store. 

3. Continued care in exercising proper control over our 
receivables, and at the same time developing a program 
for new credit sales together with a follow-up on reason- 
abiy current inactive accounts—FRANK D. FRANCcIs, 
Credit Sales Manager, The Emporium, San Francisco, 
Calif. 


* * * 


Four Problems 


Perhaps the year 1939 may show the largest volume in 
credit sales in the history of business. ‘The most important 
credit problems will be: 

First, a plan to revive inactive accounts—inactive due 
to part-time or no employment. Second, a plan to limit 
all accounts and to prevent overloading. Third, to take 
definite steps to shorten the time of furniture and ap- 
pliance accounts. Fourth, have a thorough understanding 
on terms and a rigid collection policy to collect on the 
due date—W. A. ATKINSON, Credit Manager, W. L. 
Hurley Co., Camden, N. J. 


+“ * 


Customer Rehabilitation 


“Rehabilitation of old customer credit” is the key phrase 


for 1939. 


During the past seven years, inestimable volume in ev- 
ery field has been lost by legitimate charge houses to the 
mushrooming credit companies operating on the “50c per 
week plan.” 


Re-educating these former consumers to the purchase of 
quality merchandise and payment for it on a basis consist- 
ent with the price and quality furnished, is the inescapable 
problem confronting the Retail Credit Manager for 1939. 
—RAYMOND E. WerNER, Credit Supervisor, Household 
Fuel Corporation, Hartford, Conn. 
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Restoration of Confidence 


The most important credit problem in 1939 is the res- 
toration of confidence between the buying public and the 
retailer. 


The public has again been so misled through the easy 
credit terms that have been thrust upon them that a 
goodly number of them are again in trouble financially. 

It is our job in 1939 to again seek their confidence so 
that they can be guided out of the wilderness they are now 
in.—S. L. WeEIssKERZ, Credit Manager, The Union 
Company, Columbus, Ohio. 


* * 


To Stimulate Attendance at San Francisco 
Convention 

The Most Important Retail Credit Problem for 1939 
is to stimulate attendance of all the credit executives in 
your city at the National Convention, June 19 to 23, at 
San Francisco. Attendance at that Credit Congress will 
do more to develop proper credit procedure and progres- 
sive judgment for the individual and for the community 
than anything else which could be done in 1939. 

In Salt Lake City there are 175 attending a course in 
“Human Nature over the Credit Desk.” We believe the 
success of this activity is due in part to the interest of 
local credit executives in National Conventions.—Harry 
P. Ear, Supervisor of Credit Sales, Utah Power & Light 
Co., Salt Lake City. 


“er 


Your Cooperation Needed on 1938 Retail 
Credit Survey 


Members of the National Retail Credit Association are 
vitally interested in the Retail Credit Survey conducted 
annually by the U. S. Department of Commerce. The 
Survey was established at the request of our Association 
eight years ago and the information which it presents has 
become increasingly valuable to retailers each year. 

Credit-granting retailers on the Department’s mailing 
list have received their schedules for the 1938 survey. Re- 
cent reports from Washington indicate spleridid coopera- 
tion so far, but there is still a considerable way to go in 
order to fulfill the Department’s earnest desire to have the 
1938 Retail Credit Survey break all previous efforts for 
cooperation. Special arrangements have also been made to 
have the report out by midyear. 


Our membership should express its unqualified endorse- 
ment of the work of the Department of Commerce by 
supplying the information desired on the schedules and re- 
turning them promptly. If the Department’s request is 
still on your desk when this issue of The Crepir WorLp 
reaches you, act at once. Retailers’ reports received after 
March 22 cannot be included in the tabulations. The Re- 
tail Credit Survey is your report. It helps to establish the 
sound credit standards which have been the major objec- 
tive of the work of our Association.—L. 8. Crowder. 


The CREDIT WORLD 








Alphabetic Filing vs. Numeric Filing 
Numeric Filing vs. Due Date Filing 
(Continued from page 8.) 


also throws the numbers automatically into a numerical 
sequence, by due date, with many time-saving features: 


OLD METHOD NEW METHOD 


Acct. No. Due Date Due Date Acct. No. 
99 28 23— 104 
100 31 24— 124 
101 29 25— 103 
102 1 25— 112 
103 25 25— 123 
104 23 26— 105 
105 26 26— 113 
106 2 26— 125 
107 29 28— 99 
108 1 28— 109 
109 28 28— 118 
110 2 29— 101 
ill 31 29— 107 
112 25 29— 117 
113 26 29— 122 
114 31 30— 120 
115 1 31— 100 
116 2 31— i111 
117 29 31— 114 
118 28 31—.——:121 
119 2 1— 102 
120 30 I— «108 
121 31 I— 115 
122 29 2— 106 
123 25 2— 110 
124 24 2— 116 
125 26 2— 119 


Cover the new method with your hand, glance over the 
old method and pick out the accounts due on the first and 
those due on the twenty-fourth. To pick out the twenty- 
fourth in visible order you had to go through twenty-five 
accounts to get one, and then you were not sure that you 
had all those coming due on either date. Now, remove 
your hand and glance over the new method and pick out 
the same due dates. You cannot only get them at a 
glance, but you are sure you have all of them in that 
glance. If this difference is true both as to speed and 
accuracy with twenty-five accounts, it is readily seen how 
much time can be saved with 1,000 accounts or 100,000 
accounts. 

Below are enumerated the reasons why the date should 
be used as a prefix to the account number: 


Elimination of reference— 

Whenever account number is given for any purpose, it 
gives a clue to the due date without further reference. 

For Accounting purposes— 

Automatically throws all accounts due each day in se- 
quence. Activity in posting is thus made in a fraction of 
the ledger rather than scattered over thirty-one days. 


Automatically separates the ledger into as many con- 
trols as are desired. 


Effects fewer controls daily. 


Facilitates the securing of any type of desired account- 
ing information—such as to age of the accounts, etc. 


(Continued on page 29.) 
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PURCHASCRIP 


The coupon cash plan with 14 points in its favor as com- 
pared with other cash coupon plans. You can now start 
a cash coupon plan in your store for less than $100. 


PURCHASCRIP... 


Automatically limits credit. 

Sets the pay date on small accounts. 
Increases ‘‘takes’’. 

Reduces ‘‘charge sends’’. 

Reduces ‘‘returns’’. 

Reduces ‘‘add-ons’’. 

Increases individual sales. 





Purchascrip Purse Closed 
25%” x 3Ye”’ 
a 
A Credit to Any Pocketbook 


All Colors 











Purchascrip Purse Open 
(Right) 
& 

Bills of Any Denomination 
= 
Accessible-Protected 
e 
Easily Totaled 


Aa 
With Owner’s Identification 








Why Use Purchascrip 


1. PURCHASCRIP’S appearance. 

2. PURCHASCRIP is hard to lose. 

3. PURCHASCRIP customer may easily calculate remain- 
ing funds. 

4. PURCHASCRIP is easy with which to make change. 

5. PURCHASCRIP eliminates salesclerk errors. 

6. PURCHASCRIP cuts main cashier accounting time 50%. 

7. PURCHASCRIP makes contracts available in any com- 
bination of dollars. 

8. PURCHASCRIP makes sales in hundreds of dollars a 
simple matter. 

9. PURCHASCRIP reduces the cost of cash coupons 50%. 

0 

1 


10. PURCHASCRIP is guaranteed against forgery. 

11. PURCHASCRIP is easily cancelled and retired when 
necessary. 

12. PURCHASCRIP can be handled by cashiers as easily 
as cash. 

13. PURCHASCRIP eliminates daily cancellation by main 
cashier. 


14. PURCHASCRIP enables you to start this budget plan 
with an investment of less than $100. 


PURCHASCRIP can also be used for change and adjust- 
ment in connection with present cash coupon books. Write 
for a sample PURCHASCRIP book and prices. 


WASSELL ORG. 
342 Madison Ave., New York City 


Please send me full information on PURCHASCRIP. 








What You Will See En Route 


On the Convention Special 


the National Retail Credit Association Convention 
in San Francisco this summer may feel, when they 
reach Salt Lake City, that they have beheld the finest 
scenery on the American continent. But they will shortly 
learn that Nature can be as versatile as she is magnificent. 

Leaving Salt Lake City, they will pass the great Gar- 
field smelters, whose copper ores come from the inex- 
haustible open-cut Bingham mines just off the divide. 
Then they will ride for many miles along the shore of 
Great Salt Lake, the dying inland sea of America—larg- 
est remnant of prehistoric Lake Bonneville whose ancient 
shoreline is still visible high above the railroad tracks. 

Between Arinosa and Salduro, the track is laid for 
many miles on the glistening rock-hard crystals of Bonne- 
ville Salt Flats where Captain Eyston last year set the 
world’s land speed record in his thundering automotive 
juggernaut. Here is a land of limitless distances, a land 
where the salt-laden atmosphere produces sunsets and 
sunrises that are colorful almost beyond belief. 

At Wendover, the tracks leave the salt beds and begin 
the ascent of the Toano Range, which the Indians called 
“Mountains of the Night,” and from which Pilot Peak 
(10,704 feet) served as a landmark in covered wagon days. 


[ite Nationa aboard the official special train to 





Westward, the route lies across northern Nevada, a 
great cattle country, along the meandering Humboldt 
River through Palisade Canyon, and thence up unto the 
foothills of the mighty Sierra Nevada Range. 

At a lower elevation than any other railroad through 
the Sierras, the Western Pacific crosses Beckwourth Pass, 
named for the Indian scout who discovered it, and enters 
the upper end of the rugged and picturesque Feather 
River Canyon, whose waters lead via easy grades down 
to the Pacific. 

For 118 miles the tracks lead through this entrancing 
canyon, noted as a sportsman’s paradise and vacation- 
land, and famous for the millions in gold which the 
Forty-Niners panned from its shining gravel bars or 
sluiced from ancient river beds high up on the precipitous 
walls of the canyon. The Feather River was named 
“Rio de las Plumas” by Don Luis Arguello in 1820 be- 
cause of quantities of wild pigeon feathers on its surface. 

Off to the north, as the train descends the canyon, 
travelers catch occasional glimpses of the snow-capped 
summit of Lassen Peak, the only active volcano in con- 
tinental United States. At Bidwell Bar, the train passes 
close by an historic suspension bridge, built in 1854 with 
cables brought around “‘the Horn” in clipper ships. Near 
by stands the “Mother Orange Tree,” largest in the 
world, planted in 1856. 

Feather River Canyon opens into the Sacramento Val- 
ley at Oroville, historic “gold city” of the Argonauts, and 
the railroad strikes southward through the fertile valley 
with its fields of grain and rice, fruitful orchards and 
groves of oranges and olives. Just before entering Sacra- 
mento, California’s state capital, site of Sutter’s Fort and 
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terminus of the Pony Express, the train crosses the Amer- 
ican River, on whose head waters James Marshall dis- 
covered gold in 1848. 

It is a brief ride through grape vineyards to Stockton, 
metropolis of the North San Joaquin Valley and the great 
Sacramento-San Joaquin delta region, fabulously fertile 
producer of asparagus and fruits. The Mother Lode, 
made famous in prose and verse by Mark Twain and 
Bret Harte, lies only a few miles to the east in the 
Sierra foothills. 

From Stockton the line climbs to Altamont Pass, and 
after emerging into the Livermore Valley, guarded on the 
north by Mount Diablo (Devil Mountain), pierces the 
Coast Range via Niles Canyon. 

Soon the traveler is in Oakland, third largest California 
city, and at Oakland Pier boards the waiting ferry for 
the climactic voyage across San Francisco Bay. Looking 
aft, he beholds the East Bay cities of Oakland, Berkeley 
and Piedmont climbing the Contra Costa Hills to their 
very summits. Soon the ferry passes under the gigantic 
spans of the San Francisco-Oakland Bay Bridge and 
rounding Yerba Buena Island affords a close-up view of 
the Golden Gate International Exposition on Treasure 
Island. Ahead, as the ferry steers into the setting sun, 
San Francisco’s towering buildings rise hill on hill to meet 
the sky atop Twin Peaks at the head of Market Street. 
The eye follows the sweep of the Embarcadero, at whose 
piers are docked ships from every port on the globe, to the 
solemn gloom of Alcatraz Island (“The Rock’) and the 
graceful single span of the new bridge across the Golden 
Gate. 

Stepping off the ferry, one expects to find here, by the 
Golden Gate, a different city—and he is not to be disap- 
pointed. 

Traveling aboard the air-conditioned Convention Spe- 
cial, via the Burlington Route, Denver & Rio Grande 
Western, and Western Pacific railroads, members of the 
Retail Credit Association will arrive in San Francisco 
thrilled and rested—ready to fully enjoy the instructive 
program to be offered by the Association’s great annual 
convention, and ready to get full value from the marvel- 
ous array of entertainment that California, plus the 
Golden Gate International Exposition, has to offer. 

The round trip rail fare from Chicago to San Francisco 
is $90.30, from St. Louis to San Francisco $85.60. These 
rates are first class—good in Pullman sleeping cars upon 
payment of space charges—and permit the return trip to 
be made via a wide variety of routes. At little additional 
rail fare, convention visitors can return home via the 
Pacific Northwest and Glacier or Yellowstone National 
Park, or via Los Angeles, Southern California and the 
Grand Canyon of Arizona. Rail travel to the Pacific 


Coast this year is indeed the vacation bargain of a life- 
time. 
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Joint Conference Third and Fourth Districts 
Jacksonville, Florida, April 17-19 


Districts Three and Four are holding a joint Confer- 
ence at Jacksonville, Florida, April 17, 18 and 19. Meet- 
ing at the same time will be District Two of the Asso- 
ciated Credit Bureaus of America and the Dixie Council 
of Credit Women’s Breakfast Clubs. 

H. H. Fettes, Atlanta, President of District Three 
(the host district), is in charge of arranging the general 
program, assisted by Stanley Kemp, New Orleans, Presi- 
dent of the Fourth District. 

The bureau managers’ program is being arranged by 
Hoke Wilkinson, Columbus, Ga., President of District 
Two, A. C. B. of A., while the Collection Managers’ 
program is being taken care of by Talley Kirkland, At- 
lanta, acting President of District Two, C. S. D. 

Mrs. Rita Stevenson, Jackson, Miss., is President of 
the Dixie Council of Credit Women’s Breakfast Clubs, 
whose program is in charge of a specially appointed com- 
mittee: Mrs. Allene B. Cordon and Mrs. Pauline B. 
Shepard, Jacksonville, Fla., and Miss Ruth Coates of 
Miami, Fla. 

The National Presidents of National Retail Credit As- 
sociation, Associated Credit Bureaus of America and the 
Credit Women’s Breakfast Clubs of North America are 
located in this conference territory and will have impor- 
tant places on the program. 

General Manager-Treasurer Crowder of the National ; 
Frank T. Caldwell, General Manager of A. C. B. of A.; 
and E. A. Uftman, Manager of C. S$. D.—all of Saint 
Louis—will also be present and will appear on the pro- 


gram. A cordial invitation is extended to members of the 
credit fraternity in all adjoining states to attend. 

~~ 

“T read The Crepir Wor LD each month and have just 

finished reading the February issue which I particularly 
enjoyed. I have obtained a number of suggestions which, 
put into practice, are proving very satisfactory.” —FRANK 
E. Kiser, Credit Manager, Crook Furniture Exchange 
Co., Hutchinson, Kan. 

“er 


A New Desk-High Executive File 






Credit executives will ap- 
preciate the features of the 
Executive File which is be- 
ing offered by the Automatic 
File & Index Co., Chicago. 
Especially designed for use be- 
side the desk, the Executive File 
provides a convenient file for 
all personal and current papers 
of importance. 

The lifting top discloses the entire top drawer. The 
Automatic Expanding Drawer feature permits reference 
to the partially or fully loaded drawer with only one 
hand. This expanding feature forms a “V” shaped open- 
ing in the drawer contents. 

The unit is flush with a standard height desk when 
closed. No extra charge is made for grained finish. A 
specially designed index is available that is especially 
suited to the requirements of the credit executive. 








Through the Heart of the Colorado Rockies 





+ 


Above: Beautiful Festhes River aun 


. San Francisco 


| Enjoy All Three This Summer 


N. R. €. A. CONVENTION 
SAN FRANCISCO WORLD’S FAIR 


SCENIC WESTERN WONDERLANDS 


OFFICIAL SPECIAL TRAIN 


via Burlington Route — Denver & Rio Grande Western — Western Pacific 


. Chicago 10:30 AM Thursday, June 15 Burlington Route 
. Denver 11:45AM Friday, June 16 Burlington Route 
. Denver 2:00 PM Friday, June 16 D.&R.G.W. R.R 
. Glenwood Spgs. 8:00 PM Friday, June 16 D.&R.G.W.R.R 
. Glenwood Spgs. 10:00 PM Friday, June 16 D.&R.G.W.R.R 
. Salt Lake City 7:40AM Saturday, June 17 D.&R.G.W. R.R 
. Salt Lake City 3:00 PM Saturday, June 17 Western Pacific 


4:30 PM Sunday, June 18 Western Pacific 


Your choice of routes returning. 


The Scenic Route Across America 





Across fertile Illinois, Iowa and Nebraska; through the six-mile 
Moffat Tunnel and the heart of the Colorado Rockies; along the shore 
of Great Salt Lake, and through the beautiful Feather River Canyon. 
Stop-overs in Denver, Glenwood Springs and Salt Lake City. 

Return home via the Pacific Northwest and Yellowstone or Glacier, 
or via Southern California and the Grand Canyon. 


Below: Treasure Island in San Francisco Bay 





Write for illustrated literature 


BURLINGTON DENVER & RIO GRANDE WESTERN 
ROUTE WESTERN RAILROAD PACIFIC 
547 W. Jackson Blvd. 505 Seventeenth Street Mills Buildin 


Chicago, IIl. nver, Colo. 


San Francisco, Cal, 
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Comparative Collection Percentages 
























































































































































DEPARTMENT STORES | DEPARTMENT STORES WOMEN’S SPECIALTY FURNITURE STORES 
DISTRICT (Open Accounts) (Installment Accounts) (Installment Accounts) 
CITY 1939 1938 1939 1938 1939 1938 1939 

AV. | HL LO.}] AV.| HI | LO.] AV. HL LO. | AV.| HL | LO. ] AV. HI. LO. | AV.| HI | LO.] AV. | HI | LO. ] AV. 

Boston, Mass. 49.5|77.1 43.7 |48.2/76.9 |44.2715.0/31.0)14.6115.4/23.8/13 9 152.1/54.5/44.9153.3/57.4/44.21 —| —| —] — 

Providence, R. I. 49.6/52.0/44.0}/49.5/520/430] — 159) —}| —/175) —} —| —}| —] —] —| —] —]107/ —] — 

| Lynn, Mass. 53.5}56.0/47.0}50.6/56.0/475} —| —| —| —| —| —} —| —| —] —] —| — Ph ieaiiioli3ses 

Springfield, Mass. 56.4/61.0/51.9|55.4/62.0/48.8)17.1/22.1/12 1114.9/201) 97 | — |64.1| — |54.7/608\486) —| —| — ] — 

Worcester, Mass. — 50.4 /50.6/43.8/47.8/49.1/44 1 120.4/26.8/14 1]19.7/23.7|15.8143.4|44.6|4101405|438|39.6) —| —| —]| — 
New York City 508/57.5/40.1]52.1/60.6/41.5118.1/28.5/11.0]171|33.0/12 | ]48.3/ 68.0/345/48.1/524/362) —| —| —| —| —|—lH_ 
Pittsburgh, Pa. 46.7/50.6/42.4]47.7|51.8/43.44167 |21.9)11 6]15.0/19.3/12 1146.2)506|394/46 2/51 839.6) — | — | — | — | —| —ligsise. 
2 Reading, Pa. 48.1/54.3/42.0]51.4|548/48.0] — | — | — | — |245| — | — |53.0] — | — |48.0| —] 96/97/95] —/79| —|Bor — 
Syracuse, N. Y 37.9/39.0/35.3) 38.1) 38.3/35.0]1 7.1 |18.3/15.8 |16.4/18.3)14.5145.4/46.5|36.2141.4/ 464/364] —| —| —]|] —/| —| -|§-| — 
Utica, N. Y.° sep mt mm | mi i | — | Hi | | Ki | Kl - i | —| —- i | |---| - ae - 
Washington, D.C° | — | —| — /36.3/50.6/31.5) —| —| — ]i2s5li3.elii6] —| —| —] —| —| —[T—|-—]-T-]|—_|-te | — 
3 Huntington, W. Va. [55.4/55.6/55.1]52.7/53.4/52.01104|10.9 100/83 /85/807 —| —| —]| —| —| —] —/89] —]| —/74] -/§-| - 
Baltimore, Md 44.1|50.3/39.21434/489)38.4)158/21.1 /11.9115.4)22.1/12.0140.2/419/393140.0/44.3/376] —| —| — —|-|g-| - 
4 Birmingham, Ala. — 14 1.3/45.5/37.6/38.7 |43.4|33.5 |16.6 | 18.6/14 7/16 7/17.0| 16.4 ]38.5 |39.0|38.0/36.7/40.0/33.4] 1 1.0/11.4|103]i20|i20/95|p-| — 
Atlanta, Ga. 31.9/32.0/31.8]33.2| 33.6}32.9112.6/ 14.3] 1 1.0] 13.3]13.9]12.3]31.7/34.2/29.2131.4/34.2| 2871 —/12.8| — }1 12/12 1o2}me3| — 
Kansas City, Mo. 71.2) 74.3)/68.21714|76.7|66.2) — |18.7) — | — |17.4) — ]52.7|580/44.6]507/53.0\41 1} — 113.3) — | — |125| —THE] — 
5 St. Louis, Mo. 54.3 /63.5|48.5}54.2/ 62.5) 50.0} 20.7 |24.6/18.7 |18.2)217/16.2)42.8)4 8.7/37.6|445/47.2/38.3) —jI71} — | —|157| -1§-| — 
Little Rock, Ark. 338 }48.9)32.9)37.6)52.1/34.0)24.8)325/19 1 }21.7/257/163) — | —| —]| —| —| —] —/|92] —] —| 91] —}iea! - 
Cleveland, O 49.5/53 8/424 /47.8/50 8/39.7119.1 | 26.2/14.2]16.8/23.3/ 1281443) 45.7/378]429/44.1/417110.6/11.3| 8.0] 9 1110.41 77 Wmme6l451 
Cincinnati, O 53.2|59.6/44.0] 51.4 /58.0/43.0]15.2)27.0/12.11155/20.0)11 0/49.7/54.8/45 3]493/560/413] —| —| —]| —| —| —s@oleo: 
Columbus, O 47.2|/51.3}46.2}466)51.6|42.7 | 14.4 | 14.8) 13.9 [13.2| 13.7 [12.7 | 49.8/51.7 |47.91498) 50.6/49.1113.9 [14.8 10.7 112.7) 13.7) 94) 8-— | — 
Toledo, O. 45.8|59.1/43.0]46.1/54.1/44.2118.7/19.2| 16.4]16.2|17 1/16.2]53.1 |62.0/46.0]50.6/530 |46.5] —|20.6| — ]18.3/19.1|175)@M9/35, 
6 Youngstown, O 45.1|46.3)43.9] 429/43.6/42.1114.6 [14.9 |14.21138| 14.2) 13.3 [32.7|44.5| 209 /36.2/54.4/18.0913.1 14.5) 9.9 11151144) 7518-| — 
Detroit, Mich. 53.5 | 65.4/42.6} 52.5) 63.6/ 41.0] 24.3) 28.2)14.8/22.7|328)128150.5|53.8/44.4/47.8/52.81391}] —| —|— | —]| — | —}@eaie2. 
Grand Rapids, Mich. }45.5/46.8/43.3/41.3/42.7/39.9] — | —| —] —| — | — [41.6|56.7/329/43.9/57.0/30.9 [16.9 |18.2/155 1137 /17.2)10.\/8-| — 
Milwaukee, Wis. 47.7|56.0/43.8]48.3/57.4 |45.0]18.4 | 20.0|1 7.7 119.1|20.2/18.0 1408/540\277) — |53.4) — 182/99 |86 19.5/100/90/—5| — 
Springfield, Il. * 33.8 | 49.3) 14.01334 |49.9/ 14.0) — | —| — | —}| — | — 430.9/30.0/31.9] 29.6300) 29.1 | 227 |30.0/14.9}2143/335 104)8-—| — 
Duluth, Minn —| —| — [460|70.3|39.2] —| —| —]| —|e59| —| —| —]| — |426|504|300] —| —| —|—|—|]—IE-| — 
St. Paul, Minn. 56.4/62.0/50.7| 52.0) 60.0/37.5]18.3)227/14.2] — | — , — 41.0) 49.6/32.0/39.9) 46.3)320] — | —| —] —| —! -]§-| - 
Minneapolis, Minn. [64 .6/65.8|62.1/64.2) 66.6/ 61.1 119.6 | 24.3) 14.2119.3/227| 13.3]59.5| 644/54.6/57.9|61.4/54.3] — 1125) — | — |109| —}i29) — 
} Davenport, Ia. 47.1/50.0/44.2)51.2/51.4|50.9 $16.1 (16.3) 15.9}165)18.3)1477 — | —| —]—] —| —] — 415.5} — | — 115.2) —15) — 
Cedar Rapids, Ia. 53.3|55.6/43.0] 53.0/56.1 |33.0}19.8/210)18.6)24.2/300)184) —| —| —} —| —| —] —| —| —]| —| -—/|-]f-| - 
Des Moines, Ia. 41.9|49.5)40.3]/38.5/510/303] — j11.0) — | —|12.5) — [479/55.5|435/425|520/420] — | —| —] —| —|—-]§-/ - 
Sioux City, Ia. 454/468 /44.0 1449/486.7/41.0] 18.0/21.0/15.1 }22.1/252/19.0} — |500| — | — |430)| — | — |167| — | —| —|-]f- | - 
Omaha, Neb = 1447} — | — 449) — | — 114.0) — | — 115.3] — [453/41 .5|39.9]43.5/473]38.6] — | — | — | —| —| -)h | ~ 
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Mandels’ New Credit Authorization Method 


By J. D. KEMPER 
Credit Sales Manager, Mandel Brothers, Chicago 


(Illustrations Courtesy Acme Card System Company, Chicago) 


INCE we installed our new authorizing index there 
seems to be considerable interest on the part of other 
stores in the new features we have incorporated in 

it, and we have received many letters inquiring about the 
benefits we are deriving from it. 

The visible equipment we had been using heretofore 
was installed about seven years ago, and at that time we 
considered it the “last word” in operating efficiency. But 
during the past few years, I had been hearing more and 
more regarding a visible equipment called Flexoline, 
which we decided to investigate. Then, too, indexing 
plans and methods have been undergoing great changes. 
So we decided to investigate new equipment 
and methods thoroughly to see whether suf- 
ficient improvements were obtainable to jus- 
tify a new indexing plan and new equipment. 

Among the installations we studied was 
that of a store in our vicinity which was 
using single-line records and a new method 
of indexing. Investigation of this installation 
indicated to us that it had the elements which 
would meet our requirements. Using it as a 
basis on which to work, the latest mechanical 
improvements were incorporated in our in- 





gardless of street) is “5426” they are all filed together 
under a group strip headed “5426,” with “Adams, H. B.” 
who lives at “5426 Wayne Ave.” being the first-strip in 
that group and “Youngman, Wm. S.” who lives at “5426 
W. Argyle St.” being the last strip, viz.: 


5426 Adams, H. B. Wayne Ave. 
5426 Youngman, W.S. W. Argyle 


B 6945 C 
B 4930 A 


These two accounts would be looked up by the author- 
izer as 5426 Adams or 5426 Youngman instead of H. B. 
Adams, 5426 Wayne Ave., etc. 

With this indexing plan, we break our names down into 
much smaller groups, which is of great ad- 
vantage since our index embraces over 100,- 
000 names. Common names are well dis- 
tributed throughout the file; and while we 
have several hundred customers named 
“Smith” there is seldom more than one of 
them in any one of these “house number” 
groups. 

A common cause of error in handling sales- 
checks is where a customer’s name sounds the 
same, as “Brown,” but is spelled “Braun” or 
“Browne.” Here’s how our filing system 


stallation and a system was designed to take Section Flenstine catches mistakes in these names. A charge 
care of the specific conditions encountered in record showing trans- salescheck reads “John D. Brown, 5426 
our own operations. parent signals used to 


Of course, one of our primary objectives 
was to speed up credit authorization, espe- 
cially on “take-with” charge sales. Reduction of clerical 
and selling costs was also important, and the system we 
finally installed has enabled us to go through the recent 
holiday season with less help, less overtime, with conse- 
quent less expense, and with a greater degree of efficiency. 

The outstanding feature of the method we adopted was 
the indexing plan. It is neither alphabetical, nor numeri- 
cal nor geographical, but a combination of all three; and 
through this indexing plan we were able to solve several 
problems which plague all credit departments handling a 
volume of accounts: 


1. It enables us to spread out such common names as 
Brown, Johnson, Smith, instead of having them in 
large groups. 

2. It enables us to speedily detect and correct errors 
in names and addresses found on saleschecks. 


Lacking a better name for it, we have called this in- 
dexing arrangement the “House Number Indexing Plan.” 
Each customer’s name is listed on a one-line Flexoline 
strip in this sequence: House Number, Name, Street, 
City (other than local), Authorized Buyers, Identifica- 
tion Card Number, Credit Limit. 

The strips are then filed in metal panels, all those for 
customers residing at a certain house number grouped to- 
gether in alphabetical arrangement under that number. 
For example: 

If we have sixty customers whose house number (re- 
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flash special information 
to credit authorizer. 


Sheridan Road.” The authorizer, looking up 
the name as “5426 Brown” finds no such ac- 
count, but immediately spots “5426 Braun,” 
and if upon further comparison finds it is the same ac- 
count, the sales slip is immediately corrected. There is 
practically no delay in authorizing the charge. 


Authorizing Department 


Saleschecks to be pre-authorized, or “take-withs,” are 
dispatched to the authorizers via pneumatic tubes. The 
tube carriers are delivered into a receptacle in front of the 
Supervisor of the credit authorization department. In 
front of him are six tubes leading to the different stations 
where credit authorizers are placed. The Supervisor notes 
which station the salescheck is to be dispatched to and puts 
the carrier into the tube for delivery to the operator in 
front of the particular record to be consulted. If the slip 
is for a “take-with” purchase, the Supervisor notifies the 
credit authorizer verbally as he starts the carrier to the 
proper station. These transactions must be given instant, 
preferential handling. 

In delivering these tubes to the six stations a single, 
wide conveyor belt transports the carriers, metal runway 
sides being installed so that each carrier is switched to the 
proper station. The short distance these carriers are con- 
veyed makes this a simple and economical arrangement. 

The credit authorizer’s only duty is to authorize credit 
or refuse it. If the record is clear, the sales slip is O.K.’d 
and returned to the sales clerk, and the purchase released. 


In all other cases, the sales slip is replaced in the tube 
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carrier and forwarded to the “Refer” authorizer in the 
credit department. 


Record Equipment 


In making our installation, visible type equipment was 
the only kind considered, because of its proved superiority 
and speed. Open-frame record holders were found to be 
considerably faster than other types, and we selected the 
straight line arrangement instcad of rotary stands because 
of greater speed in handling. “Flexoline” single-line strips 
were decided upon in preference to visible cards, because 
all information on nearly 90 per cent of the accounts could 
be carried on a single-line strip, and the other 10 per cent 
could be handled on 2 strips. 

Consequently, there was no necessity for a deeper card, 
which would take up additional space without providing 
any additional advantages. Every bit of the credit infor- 
mation is in sight at the instant the customer’s record is 
located. Colored transparent cellophane signals, indicat- 
ing the status of the account, are used by slipping them 
over the end of the Flexoline strips, over the credit limits. 

Present equipment has a capacity of 175,000 names. 
The present list consists of 100,000 names, leaving room 
for the addition of 75,000 names. When greater capacity 
is needed, our present installation can be extended with 
practically no changes. 


Reduced Costs 


With this indexing method, record information is given 
in a very few seconds, much speedier than the time re- 
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quired by older methods. This quick action gives the sales 
clerks more time for selling and naturally reduces costs 
in the credit authorization department. 


Record Changes Easily Made 

Ease of handling and removing or adding to the Flexo- 
line record is another time and cost-saving feature. Flexo- 
line consists of resilient strips in sheet form, which may be 
used in a typewriter like an ordinary sheet of paper. Each 
strip is scored, and is easily separated after being typed, 
and then each strip is inserted in the proper place in the 
record frame. 

It is easy to move up 25 or 30 strips in the frame to 
make space for a new strip; whereas with celluloid tubes 
or other types of single-line records, it is difficult to raise 
more than half this number in a single movement. 

In addition, the initial installation is lower in cost, and 
the maintenance cost is negligible. 

New Condensed Typewriter Characters 

Special condensed type is now available on certain type- 
writers for typing single line records. This type has 16 
letters or characters to the inch instead of 10 as on the 
ordinary typewriter. This increases by 60 per cent the 
amount of information which can be put upon a single 
strip. The new type face is clear and legible, just as easy 
to read as conventional typewriter type. 

Lighting 

To make quick, accurate reading of records possible, a 

special tubular lighting system is installed on each side of 
(Continued on page 31.) 





The Supervisor has just examined a charge slip and is dis patching it to the authorizer at the record section 
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National Memberships Still Gaining 


. ‘HE checkerboard of National membership gains 
_ reveals more “moves” during February, as shown 

by the reports for that month. New York City is 

still in first place, having sent in ten new members dur- 
ing the month. Los Angeles moves into second place, 
with eight new members. Washington, D. C., still holds 


third place while Trail, B. C., a new National Unit 
since the Pittsburgh National Convention, jumps into 
fourth place. Spokane, Wash., is again in fifth place. 

Four new National Units were formed during Febru- 
ary: Burlington, Vt. (the first National Unit ever 
formed in Vermont) ; Florence, Ala.; Glen Falls, N. Y.; 
and Pullman, Wash. 

Local units reporting 10 or more new National mem- 
bers for the period of June 1 to February 28 are: 
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Membership Blank 


National Retail Credit Association 

1218 Olive St., St. Louis, Mo. 

I hereby apply for one year’s membership in your 
Association, subject to acceptance by you and by 
your recognized unit in this locality. I enclose $5.00 
which I understand entitles me to all the privileges 
of membership, including a year’s subscription to 
“The Credit World.” 
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*St. Maries, Idaho 
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*New National Units since Convention. 
* * * 


Trophies to Newly Organized National Units 

At this writing it appears that Trail, B. C., will re- 
ceive the National membership trophy for the newly or- 
ganized Canadian unit reporting the greatest number of 
members for period from June 1, 1938, through May 
31, 1939. 

For the United States, Burlington, Vermont, is lead- 
ing, with Fort Dodge second and Monte Vista, Colorado, 
third. ‘Trophies will be presented to the two winning 
cities—one for the Dominion of Canada and one for the 
United States—at the Convention in San Francisco next 
June. 

* = * 
Vermont’s First National Unit 

R. R. McNall, Executive Manager of the Burlington 
Credit Bureau, has reported a National Unit for that 
city, and writes that members will be added from time to 
time, as their contracts expire, and eventually all mem- 
bers of the Bureau will be National members. Con- 
gratulations, Mr. McNall! 

* . * 
Florence, Ala.—New National Unit 

Mr. J. L. Nichols, Florence Acceptance Company, 
Florence, Alabama, reports the organization of a National 
Unit representing the cities of Florence, Sheffield and 
Tuscumbia. At this writing 19 applications have been 
reported and Mr. Nichols is confident that the unit will 
be one of the largest in North Alabama. President 
Karpeles, accompanied by several Birmingham credit men, 
attended the first meeting of the unit and addressed the 
Association on the advantages of cooperation, the bene- 


_ fits to be derived from National membership, etc. 


“6” 
Are You Going to the Convention? 

If you have any intention of attending the San Fran- 
cisco Convention in June, we urge you to make hotel 
reservations now. If you expect to join our Convention 
Special train (anywhere along the route) we would ap- 
preciate your letting us know. Advance information will 
help us arrange proper train accommodations. 
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Recent District Conferences 


District Two at Rochester 

The Second District (New York and New Jersey) 
held its annual conference at Rochester, N. Y., February 
20 and 21. Attendance was excellent—likewise the pro- 
gram. General Manager-Treasurer Crowder represented 
the National. The following officers and directors were 
elected: President, Rudolph Myer, H. S. Barney Co., 
Schenectady, N. Y.; Vice-President, William F. Colburn, 
Savard & Colburn, Albany, N. Y.; Secretary-Treasurer, 
Frederick G. Waite, Credit Bureau of Rochester, N. Y. 

Directors: G. Norman Miller, Rochester, N. Y.; 
William A. Armstrong, New York City; J. E. Haughey, 
Atlantic City, N. J.; J. M. Martin, Trenton, N. J.; 
Clara Butcher, Troy, N. Y.; and Norris Parker, James- 
town, N. Y. J. Gordon Ross, Rochester Gas & Electric 
Corporation, Rochester, N. Y., was named National Di- 


rector. 
* * 


District Six at Lincoln 

The Sixth District held a very successful conference at 
Lincoln, Neb., February 19, 20 and 21. Attendance was 
exceptionally good and a very interesting program was 
presented. President Karpeles represented the National 
Association. Officers and directors elected were: Presi- 
dent, Arthur Chipman, Standard Finance Corporation, 
Ltd., Winnipeg, Man. (Canada) ; Vice-President, H. W. 
Williges, August Williges, Inc., Sioux City, Iowa; Secre- 
tary- Treasurer, C. F. Basler, Thomas Kilpatrick & Co., 
Omaha, Neb. Directors: H. R. Amos, Lincoln, Neb.; 
George Jorgensen, Des Moines, Iowa; W. A. Koster, 
Cedar Rapids, Iowa; Chas. Lampland, St. Paul, Minn. ; 
Miss Gladys Arneson, Fargo, N. D.; and Reuben Shapiro, 
Duluth, Minn. 


* * * 


District Seven at Joplin, Mo. 

The annual Conference of the Seventh District was 
held in Joplin, Mo., February 19, 20 and 21. Over 300 
delegates were present, the attendance by Breakfast Club 
delegates being especially notable. A well-rounded-out 
program was presented and the sessions were all well at- 
tended. Arthur H. Hert represented the National Of- 
fice. 

New officers and directors are: President, J. C. Cal- 
loway, Woolf Bros., Wichita, Kan. ; First Vice-President, 
J. Ralph McKee, Palace Clothiers, Tulsa, Okla. ; Second 
Vice-President, Lloyd Farrell, Southwest National Bank 
of Wichita, Wichita, Kan.; and Secretary-Treasurer, 
Mrs. Zella Holmes, Mid-West Printing Co., Tulsa, 
Okla. Directors: E. F. Calloway, Little Rock, Ark.; 
M. H. Becker, St. Louis, Mo.; Mrs. Ruth Ross, Okla- 
homa City, Okla.; Mrs. Hazel M. Grove, Joplin, Mo.; 
James A. Carney, Fort Smith, Ark.; and P. C. Hamilton, 
Little Rock, Ark. 

R. C. Warren, Arkansas Power & Light Co., Pine 
Bluff, Ark., was named National Director and H. R. 
Stuart, Sears, Roebuck & Co., Tulsa, Okla., alternate. 

*“* * 
District Twelve at Washington 

District Twelve held its annual Conference in conjunc- 
tion with the Columbia Regional Conference of bureau 

(Continued on page 29.) 


MARCH, 1939 





CREDIT DATA 
SPEEDED UP 











TeiAutograph helps subscribers get 
Credit Bureau rating reports quicker 


In more and more cities credit bureaus are pro- 
viding subscribers with a new, faster exchange 
of credit data. And with this speed-up comes a 
high degree of accuracy. 

@ It is done with a TelAutograph instant-action 
message system. With it, it takes far less time to 
transmit written credit information. 

@ On a TelAutograph transmitter a clerk in the 
subscriber’s office writes the name, bank and 
references. Instantly the written message appears 
in front of a bureau clerk. Then, to all member 
references the name is TelAutographed simul- 
taneously from the bureau, and the information 
comes quickly back by the same means. 

@ You don’t even have to buy the TelAutograph 
instruments. They are rented, at a low monthly 
rental which also covers continuous maintenance. 
M@ PRELIMINARY SURVEY OFFER. Free of 
all obligation, credit bureaus and credit mana- 
gers are offered the services of a qualified Tel- 
Autograph engineer to survey and analyze their 
communication needs. 
He knows credit office 
and credit bureau prob- 
lems. He can show you 
how your present system 
can be smoothed out and 
speeded up, and how 
amazingly little this new 
efficiency would cost per 
month. Write us today— 
TelAutograph Cor- 
poration, 16 West 61st 
Street, New York City. 





First Aid to Credit 
Information Efficiency 


tae 


* INSTANT-ACTION MESSAGE SYSTEM - 
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a unique problem. Daily collections from all our 

customers is impossible because of the unusual de- 
livery hours. Because milk is sold in small quantities, the 
time involved in collecting daily would exceed the cost of 
the product, and reduce the number of customers a milk- 
man could serve. In most instances, milk products are 
consumed soon after delivery ; consequently, there is noth- 
ing we can reclaim or replevin if we are unable to collect. 


c: REDIT management in the milk industry presents 


It is necessary that we go to the homes of our customers 
to sell them, whereas, in any other business, the people 
come to the office of the seller, which makes it possible to 
have a trained credit man interview each person, deter- 
mine who his customer is, get the correct full name and 
information which will help decide as to the amount of 
credit to be extended, and assist in collecting the account 
in the future if necessary. 

We must depend on our milkman to go to the homes of 
our prospective customers to interview them. This milk- 
man must be a salesman, deliveryman, bookkeeper, credit 
man and collector. 

In times gone by, people paid cash for their milk as it 
was delivered to them in tin pails and cans. A little later 
they began buying tickets for which they paid cash, then 
exchanged the tickets for the milk they desired. As the 
mode and method or standard of living change, we must 
change our methods of doing business. In days gone by, 
credit was enjoyed only by business men and wealthy 
families as a favor or convenience. The policy of extend- 
ing credit has grown to the extent whereby almost every- 
one buys milk on credit. 

Credit is no longer a convenience, it is now considered 
a necessity. People formerly saved their money so as to be 
able to buy the things they needed or wished to enjoy—to- 
day, they buy the things they like on credit and promise 
to pay out of future earnings. They use the product while 
paying for it. They now spend the money they expect to 
earn in the future. 

The biggest problem of the credit man, today, is to sell 
his customers on the idea and practice of paying their ob- 
ligations when due. Sell your customers all they need and 
can pay for, but no more. If you sell them all their needs, 
you will lessen the chance of losing them to a competitor. 

If you sell them more than they can afford to pay for, 
you will only run up unnecessary and probably uncollecti- 
ble bills. Well-planned credit limits are an important 
method of holding customers. Short terms make long 
friends and lasting customers. 

The Borden credit policy is based, to a great extent, on 
the proved statistics that 98 per cent of the people are 
honest and intend to pay their obligations when due. The 
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Short Terms Make Long Friends 
In the Dairy Industry 


By RICHARD H. LAETHEM 


Manager, Bureau of Credits and Collections, Borden’s Farm Products 
Company of Michigan, Detroit 


amount of credit we extend to a customer is gauged by 
past experience, intent and ability to pay, amount of daily 
order, industrial conditions and customer’s income. Each 
case must be judged by its own merits. 

All our collecting is done by our milkmen and foremen 
who are in a position to make daily contact with each cus- 
tomer. Consequently, they can call to collect from slow 
pay or inactive accounts on any day the customer is able to 
pay. A customer’s paying habits do not change overnight, 
they are gradual. If they owe the Borden milkman, they 
usually owe others. 

The customer who begins paying only part of her bill, 
is the one that is watched by our Branch Credit Manager. 
When a balance is left, it is just that much more to pay 
next payday. Usually the balance continues to increase 
and the customer gets deeper in debt. They then pay the 
collector who is the hardest to put off. 

Poor collections seriously affect the success of a busi- 
ness in many ways. One outstanding fault of a poor col- 
lection policy is that it attracts poor customers who cannot 
or do not intend to pay their bills and drives away good 
customers who want to pay their bills frequently and 
promptly. 

The public is anxious to deal with an organization 
which will extend credit in times of need and distress but 
collect regularly and promptly when they are able to pay. 
Our milkmen’s commissions are paid on collections rather 
than on sales. Consequently, they are anxious to keep 
their outstandings down. A sale is not complete until the 
money has been collected. 

It is our duty to train our routemen to make regular 
calls to collect milk bills because the people of Detroit 
and suburbs expect us to call for our money. They will 
not send their money to the office as they do for gas, elec- 
tric, water or telephone bills. You must make calls to get 
results. ' 

Collecting is selling the debtor on the idea of paying her 
obligation. A good collector appeals to the honesty and 
fairness of his debtor. It is not fair to the people who 
pay their bills to allow others to evade their obligations. 
We receive more complaints of our milkmen not collect- 
ing often enough than we do of those collecting too often. 

The following are the Rules and Regulations to our 
salesmen : 


1. All accounts in route ledgers must have the full 
name and complete address, including apartment number, 
of each customer. Also terms, credit limit or Main Office 
number. 


2. New customers must be started on weekly or two- 
week credit basis. No monthly accounts are to be put on, 
unless authorized by the Credit Manager. 
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3, Customers living in furnished rooms or furnished 
apartments, as well as persons served at their place of 
employment, must be sold on/y for cash or tickets. 

4. The credit limit will be stated in the route ledger 
when set by the Credit Manager. If no credit limit has 
been set, the limit will automatically be $4.00 per point or 
$2.00 per half point. If the salesman is unable to keep the 
balance below the credit limit of $4.00 per point, the 
salesman must see his Credit Manager for an extension 
of credit or for authority to discontinue credit. No sales- 
man will be allowed to grant credit in excess of the credit 
limit set by his Credit Manager. 

5. Salesmen will be held personally responsible for all 
credit extended above the credit limit or an M.O. account 
balance. 

6. Credit limits and M.O. account numbers must be 
posted from the old to the new route ledger each month. 
Collections as well as removals of discontinued accounts, 
regardless if they are an M.O. account or not, must be re- 
ported to the Credit Manager the same day the payment 
is made or the customer moves. 


7. All discontinued accounts must be reported to the of- 
fice as soon as service or credit has been discontinued. The 
Lost Customer Report and Special Collection Slip should 
show as much credit information as the salesman is able 
to give: full name, wife’s name, complete address, apart- 
ment number, place of employment, balance owing, and 
reason for discontinuing. 


8. Salesmen are requested to do everything in their 
power to make collections before the account reaches the 
credit limit. In case collections cannot be made and the 
account reaches the credit limit, the salesman must see his 
Credit Manager who, after investigating, will either in- 
crease the credit limit or instruct the salesmen to discon- 
tinue service on a credit basis. In no case is a salesman to 
discontinue service without authorization from the Credit 
Manager. : 

9. A definite agreement and understanding as to terms 
should be made when the customer’s order is first taken; 
also, when the customer asks for an extension of credit. 
A definite understanding is half the collection problem. 

10. Salesmen should be as tactful and persistent when 
trying to effect collections as when trying to procure a 
new customer. Sell your customers on the habit of paying 
in full every pay period. Small accounts are easier to col- 
lect. The longer a balance is outstanding, the longer the 
salesman has to wait for his commission. Thank the cus- 
tomer for paying promptly! 

11. Route ledgers must be left in the office each night 
unless permission is given to take them home. The only 
time that it will be permissible for the salesmen to take 
their current month’s Route Book home will be from the 
23rd to the 28th of the month, at which time the Route 
Book for the following month will be written up. Previ- 
ous month’s book must be turned in not later than the 
tenth of the current month. 

12. When a customer moves out of the territory served 
by any route, a transfer must be made immediately show- 
ing the correct name, address, service order, balance owing, 
if any, to the route serving the territory into which the 
customer has moved. Transfers should be OK’d within 
10 days. 


Proper consideration and study on the part of those 
who extend credit can be one of the greatest influences for 
building “Good Will.” Our business depends on our cus- 
tomers. We want to sell more goods to more people. In 
all dealings with the public our milkmen are instructed 
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to keep in mind that they and Bordens want to sell and 
do business tomorrow, next week, next month and for 
years to come. We must continue selling. 

Our Public Relations Department is an important fac- 
tor in the building of “Good Will” for our business. Peo- 
ple speak well about the good products and service they 
receive—whereas, they criticize inferior products, service, 
and collection policies. A satisfied customer is a good 
advertiser. 

Part of our losses represent a large number of small 
skip balances. There are several reasons for this class of 
loss. People very often forget to notify the milkman when 
they move; they sometimes move in a hurry. Very often 
people leave on a vacation and fail to notify us and milk 
is left after the customer leaves. Due to the fact that 
our routemen have our only record of active customers’ 
accounts, and the routeman sometimes is careless about 
getting the correct full name of his customers, we are un- 
able to trace them. 

During 1938, skips represented 54 per cent of the num- 
ber of accounts written off, whereas 46 per cent were un- 
collectibles. The number of skips represented only 41 per 
cent of the total amount written off while the uncollecti- 
ble accounts represented 59 per cent of the amount written 
off. These figures prove that the accounts with the large 
balances are the hardest to collect and account for the 
greatest loss—proving more conclusively that Short Terms 
Make Long Friends. 

“er 
“Cash and Candy”--A Credit “How” Story 


(Continued from page 6.) 


If they are not used one month they can be used several 
months later and there is no waste. 

We endeavor to follow this system regardless of the 
credit standing or size of an account. In our correspond- 
ence and in our telephoning we try to show an attitude of 
friendliness and courtesy, but when we have given the 
customer every opportunity to meet his just obligation and 
do not receive his cooperation, then we are just as firm in 
our action. 

I read a short story recently that very well illustrates 
this point. It said that “the best way to catch a horse in 
a pasture is to have a tuft of grass in one hand and a 
brick in the other; first let him have the tuft of grass and 
then the brick, but always be sure to offer the tuft of 
grass first.” 


Good Will Builders 


The credit manager is in an ideal position to build 
good will if he will take advantage of his opportunity. On 
various occasions we write what we term good will letters 
that have brought amazing results. One of two of these 
letters is reproduced in Figure 7 and is self explanatory 
except to say the results obtained far exceeded the cost of 
mailing. (This letter won a Dartnell Gold Medal Award 
in 1938.) 

“Der 


Ward McMullen Honored 
Ward J. McMullen, Manager of the Oklahoma City 


Retailers Association, was recently elected as a member 
of the Board of Directors of the National Association of 
Retail Secretaries. 
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Credit Department Letters 
By Daniel 9. Hannofin 


Before Collection Letters--A Collection Plan 


N ALL the discussions about collection letters 
aren’t we sometimes putting the cart before 
the horse, so to speak? For, collections begin 

before the collection letter! There is an old credit 
saying—trite but true—that “an account properly 
opened is half collected.” 

The good collection policy starts when the ac- 
count is opened—in the first interview. Then it is 
that the customer is inclined to listen to terms— 
and, in his or her anxiety to get the desired credit 
and merchandise, will agree to almost anything. 











A book for men of affairs 
and for their secretaries 


Personal Letters 
in Business 


By John M. Clapp 


Counsel on Business Communications; 
Author of ““Doing Business by Letter’’ 








ERE is the first book on the dif- 

ficult in-between type of letter 
that is neither strictly ‘“business’’ 
nor strictly “personal”, which is so 
often needed in situations growing 
out of business contacts. It shows 
how to write letters that are in ac- 
cord with the best current usage— 
letters that strike just the right note and are not 
stilted, perfunctory, or yet too informal. 413 
Specimen Letters from the personal files of 170 
nationally-known business and professional men 
demonstrate how to write letters that meet with 
finesse the special requirements of many kinds of 
situations. Every executive and every secretar 
will find it a constant help in the troublesome tas 
of writing the letters required on occasions of 
semi-personal nature growing out of business 
relationships. 


337 Pages, 21 Chapters, Price $3.00 





SENT ON 5 DAYS’ APPROVAL 








poses eeseq 





THE RONALD PRESS COMPANY 
15 East 26th Street, New York, N. Y. Letters of— 
nd me a copy of Clapp’s Personal Letters 
in Business. Within’ five days after its —Congratulation 
receipt I will either return it or send you $3.00, —Compliment and 
plus a few cents for delivery. (We pay delivery Appreciation 
when remittance accompanies order; same —Greeting 
ae So —Condolence. 
S 
Thanks 




















THE RONALD PRESS COMPANY, Publishers 


15 East 26th Street ESTABLISHED 1900 New York, N. Y. 
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Terms should be made a part of the credit ap- 
plication and should be fully explained to the 
credit applicant—explained so clearly that he can- 
not deny knowledge of them later. They should 
be repeated in the letter notifying the applicant of 
the opening of the account. They should be re- 
peated again in a special letter which should ac- 
company the first statement. 

Just sending out the first statement by itself is 
not sufficient. Accompany it with a letter telling 
the new customer how much you appreciate her 
patronage and (by way of afterthought) repeat the 
terms. Or, rather, “sell” the terms, and sell the 
idea of how prompt payment, according to these 
terms, will build a credit record which will become 
a matter of pride! 

After you have laid the proper groundwork, 
it is an easy matter to demand payment “according 
to our terms,” in future collection letters. This 
plan puts the customer on the defensive—with no 
defenses or alibis. 

Courtesy, the “lubricant of business,” can be 
used most conveniently in such letters. For in- 
stance, when you find it necessary to remind the 
debtor of terms, it can be done easily in this 
fashion: 

“Remembering is sometimes a matter of being 
reminded. Do you recall the agreement you 
signed when your account here was opened? 

“Tt reads: ‘I agree to pay for each month’s 
charges by the tenth of the following month.’ 





Try the New Collection Sticker! 


Here is the new 
sticker-which has been 
added to our Standard 
Series. It can be used 
effectively as a state- 
ment or letter sticker. 
Because of its message, 
it lends itself also to 
the use of hospitals, 
dentists and physicians. 





7 
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The 10th 
of the Month 


Is the Merchants’ and 


Professional Men’s 
Pay Day! 
Paying bills prompt- 


ly maintains a good 
credit record. 


Printed in one color, 
royal blue, on white 
gummed paper. The 
price is $2.00 a thou- 
sand. 























Order from the National Retail Credit Association, 
1218 Olive Street, St. Louis, Mo. 
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Surely you don’t want to repudiate that promise? 
Your remittance, by return mail, will prove that 
you don’t. Thank You!” 

Letters shown in Figures 1, 2 and 3 are all ex- 


cellent, each carrying an adroit reminder of terms. 
The letter in Figure 4 is an outstanding “Good 


will” 
way! 


letter—one of the best that has come our 
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PHILADELPHIA COKE COMPANY 
PRODUCERS OF FOUNDRY. INDUSTRIAL AND DOMESTIC COKE 


4401 RICHMOND STREET 





Sh = a PHILADELPHIA, PA. 

ir. John Doe 
123 Choutem Avene 
Philadelphia, Pa. 
Deer Er. poe: 

OF wo be a on ee ee 
accounts, you te have over! payment o: 
your (month) account, amounting to $00.00 which is 
now past due. 

We charge accounts expressly 
for the convenience of our responsible customers 
with the that payment will be made in 


Please use the envelope enclosed, 
no postage required, and send us a remittance, or 
let us know definitely when we may expect sane. 


If your remittance has been sent, 
please disregard this letter ani accept our thanks. 


Yours very truly, 
PHILADELPHIA COKE COMPANY 


ze GRkroa. 


Retail Division 


cownre /rue Yeilue FURS 


Watimioe . orrumwa 





Font cooGe S10 MARKET STREET 


DES MOINES IOWA 


+ John Doe @ 
1415 Second Street 
Des Moines, Iowa 
Dear Mrs. Does 


The situation which mikes it neces: 
sary for us to write at 
bos time is quite umusual, but with a spirit of futenthtness 
on inne which we trust will characterize our every bus- 
om with you, we wish to discuss your Past-dus 


Why you have not Tesponded in ters 
any manner to our rec 
pod any Parageasie we do not know, as we had conftaemse ta 
t would db 
Geass a — e made within thirty days from 


Perhaps payment has deen held 
net rir) up for the reason that 


Thanks again for the business anf for the 
expected remittance - 
self- addressed envelope is enclosed for your convenience, 


Very truly yours, 
COWNITE TANNING COMPANY 


Credit Manager 


POUNDED 
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BEO & KERPOOT Pare, 
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DEPARTMENT STORE 


SHAWNEE, OKLA. 
October Tai rteenth, 
1 9 
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Mrs. E. J. Odell, 
1917 Ne > 
Shawnee, Oklahoma. 
Dear Mrs. Odell: 
You will appreciate the necessity which compels us to 


write you in reference to your balance, $6.16 which has 
been acoumlating since last June. 


Eas it ever occurred to you that credit extended customers 
is a special privilege based on their reputation for prompt- 
ness in meeting their obligations? Any umeual delay in 


Same, may properly be termed an abuse of this privilege and 
will likely result in a refusal of future accomodations. 


We feel sure you would not want your credit responsibility 
to be doubted. We will therefore, ask that you mail us 
your check before laying this reminder aside, 


Thanking you in anticipation of your prompt attention, we 
are 


Yours very truly, 


THE MAMMOTH DEPT. STORE. 


CREDIT MANAGER. 








PHONE 17-2034 






G FOREST HILL DAIRY 


e. 2040 MADISON AVE. x MEMPHIS, TENN 


February 21, 1939 


® 


Second Floor of our Dairy, there is « roam that contains 
Soca valuable possession this business owns, It is the list 
of those families who have placed their Accounts with us, 


Tw In our "Who's Who” your record bears 
i the following notation, 


en ae 

"Reguler Customer for « long time, 
A consistent buyer. 
Makes no umerited complaints, - 
Pays promptly eccording to terms, 
Your choice of us as your Dairy cives 


us a feeling of pride, We invite you 
to use us freely as reference should 


You're in our "Who's Who", Mrs, Hannefin, 


Great businesses are made great by the names on their books, on 

cur books in that roam on the Second Ploor are the names of sev- 

eral thousand of the more discerning representatives of the busi- 
onal end 




















eJhe CREDIT CLINIC 


... A “give-and-take” page, wherein readers 
may ask—and answer—questions about their 
credit and collection problems and solve them 
in the laboratory of practical experience... 
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Bonus Plans for Bookkeepers, Billers, Clerks, Etc. 


The Problem: “We are interested in learning what 
other stores are doing in the way of a bonus plan for book- 
keepers in the Accounts Receivable Department.” 


UR ResEARCH Division asked 16 department 
() store members for the information. All 16 re- 

plied to our inquiry. The bonus plans of some of 
the stores follow: 


St. Louis, Mo.: Earnings are based on the total number 
of checks posted monthly into each ledger and are figured 
at the rate of 65c for every hundred checks posted. This 
rate is divided into two parts, 45 per cent for production 
and 20 per cent for accuracy and is paid under the fol- 
lowing conditions : 


A flat rate of 45c per hundred for all checks posted ; 
5c per hundred checks posted for balancing the ledger be- 
tween the 18th and 22nd of each month; 15c per hundred 
checks posted for having no errors in a ledger during the 
entire month. 

Example: Bookkeeper handling ledgers A, B, C, D, and 
E posts 3,500 checks into each of her five ledgers making 
a total of 17,500 checks posted. She has balanced all her 
ledgers on the 18th, but she made three mistakes in post- 
ing to the wrong accounts, two of these mistakes were 
made in ledger A and one in ledger C. 

This bookkeeper will receive 45 per cent of all the post- 
ings, which amounts to $78.75; 5 per cent for finding her 
balance after the 18th within the specified time limit, 
which increases her earnings to $87.50. An additional 
15 per cent will be paid her for each 100 checks posted 
into the three ledgers in which no errors were made, thus 
increasing her earnings $15.75 more, which brings her 
total earnings for the month to $103.25. 

Assuming that her salary is $20.00 a week, or $86.66 a 
month, she will receive a bonus of $16.59. 

No deductions are ever made from her regular monthly 
salary if she does not post a sufficient number of checks 
during a month to earn a bonus. However, we do not fix 
our bookkeepers’ salaries so high that they cannot earn a 
bonus even during the quiet months of the year. 


** * 


Memphis, Tenn.: In 1929 we paid our bookkeeping 
machine operators on the following basis: drawing ac- 
count, $52.00 a month, in addition to which they were 
paid 50c a hundred on all tickets—that is, charge sale 
checks, payments on accounts and merchandise credit 
checks—in excess of five hundred a day that they billed. 
In other words, if they billed six hundred tickets in one 
day they would be paid 50c. If on the previous day they 
billed only four hundred tickets they would still get the 
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50c unless they had five hundred to bill on the previous 
day, and billed only four hundred. 

In addition, they are paid 20c a hundred for accuracy 
on everything they bill. That is, including the five hun- 
dred. They are penalized 5c for every error. Since 1929, 
these figures have been reduced several times, and at 
present they have a drawing account of $40.00 and 45 
per cent is deducted from their bonuses. 

We like the bonus system very much and would be glad 
if it were possible to use it on other office employees. 

+ * * 


Chicago, Ill.: Our operators are paid on the basis of 
$15.00 for a forty-hour week and are required to post 
three hundred and seventy-five items per day in order to 
maintain that rate. This is on the basis of .66%4 per hun- 
dred, and of course all postings over that amount are paid 
for at the same rate. The operators are not required to 
stuff their own checks, but they are charged for all errors 
at the rate of 10 cents for an item posted incorrectly or 
25 cents for an item posted to the wrong account. 

Any operator who has nine wrong account items 
charged against her within a period of three months is 
transferred to other work or dismissed. Each operator is 
required to run her own trial balance. When she trans- 





What’s Your Problem? 


You are invited to make this page your page 
—for the solution of any problems of credit 
practice or procedyre which may confront you. 

Or if you have a special problem on which 
you wish private information, our Research 
Division will gladly make a special “confiden- 
tial” study for you, obtaining the desired infor- 
mation from reliable sources. 


fers the balances from last month’s accounts to the new 
bills, the tally sheet of this run is used as the trial balance. 
It is obvious that the girl who finds her balance quickly 
is able to begin posting saleschecks sooner than a girl who 
does not find her balance until later, and thus is able to 
begin earning her bonus sooner. This tends to reduce 
carelessness in running a balance to a minimum. 
* * + 


Los Angeles, Calif.: We operated a bonus plan for our 
bookkeepers up until two years ago but for economical 
reasons discontinued it at that time. Our plan provided 
for the payment of $20.00 each month to the bookkeeper 
who made no errors in either addresses or mispostings. 
For each misposting that was made approximately $2.00 
was deducted and for each error in address we deducted 


$1.00. 


The CREDIT WORLD 











—~ = 


os 90 = 


SS wa ee oe 





et tt, a At Bi te te te A hy th et i 


iwFrT nan 


a 


ooo 





The plan was successful, the majority of our book- 
keepers receiving from $18.00 to the full $20.00 each 
month. We have, however, secured about the same ef- 
ficiency from the department since the plan was discon- 


tinued. 
* * # 


Boston, Mass.: Billers are allowed a drawing account 
of $15 per week and are paid a bonus on all money earned 
in excess of the drawing account each month. Billers’ 
earnings are figured as follows: .55 per hundred for all 
tickets posted ; .20 per hundred for accuracy on all tickets 
posted; .07 per hundred on all tickets posted for getting 
monthly trial balances, and carrying over the net pur- 
chases for the month, cash payments for the month and 
the outstanding balances for the month on each charge 
customer’s credit history card. 


This work must be completed within a stipulated time 
—thus making a total of .82 per hundred if a biller has 
no errors, and if her trial balances and collection cards 
are completed within the time limit. 

The following penalties are invoked for all errors on 
the customer’s bill, such as, posting to the wrong account 
—posting the wrong description of the item—customer’s 
bill added incorrectly—.02 per hundred on all tickets 
posted. Thus a biller posting 20,000 tickets in a month 
would lose $4.00 for each error made. A penalty of .01 
per hundred on all tickets posted is charged against the 
biller for any error made in posting to the credit and col- 


lection history card. 
oe @ 


Seattle, Wash.: Our billers receive two bonuses, one of 
$3.00 if they get their books posted and balanced not later 
than the third working day after the closing date. An- 
other, of $7.50 for no errors. No deductions are made 
from the $3.00 amount for any errors. From the $7.50 
we deduct $1.50 each for the first two postings reported 


on the wrong account and $2.50 for the third. $1.00 each. 


is deducted for errors in billing, such as gloves for hose, 


and so forth. 
* * * 


San Francisco, Calif.: The principal justification for 
billers’ bonus is that the work in which they are engaged 
is extremely tedious and nerve racking but under present 
working conditions it seems to me that the same applies 
to almost any position in the Credit Department, and just 
why the Billing Department should be singled out as 
recipients of a bonus is not easy to explain. For instance, 
during peak periods, particularly the month of December, 
it is possible for a biller to earn an amount (more than 
double) far in excess of her salary, while all other em- 
ployees who work just as hard to cope with the increased 
volume of business receive no extra remuneration what- 
ever, which on the face of it seems hardly fair. 


Our method of posting is known as the Unit Control, 
by that I mean the billing is confined to one operation ; we 
have no posters as are used under the Dual Plan of billing. 
The following is self explanatory. Exhibit B shows ex- 
actly how the plan works out. 


EXHIBIT A—BILLERS’ BONUS 

First—We pay our billers %c a posting on all checks 
in excess of 10,000. 

Second—We establish as a daily performance on the 
part of all billers 3,500 checks, providing there are 7 
billers in attendance for the day. If 6 billers are in at- 
tendance then we establish a daily performance of 3,000. 
Every day that this record is obtained we pay our billers 
a 50c bonus. 
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Third—We pay each biller $5.00 if all ledgers on the 
part of all billers are in balance. 

Fourth—$7.50 if no complaints are received from cus- 
tomers. 

Fifth—$2.50 if all work up to and including the 10th 
of any month is posted on the evening of the 13th. 

Sixth—That errors be deducted on the following basis: 

SALARY. The monthly salary of all billers is uniformly 
$70.00. 

PENALTIES 


Each ledger Each complaint Errors in 
out of bal. fromcustomer extension 


Under 10,000 $1.50 $1.50 25 
10,001 to 11,000 1.75 1.75 37% 
11,001 to 12,000 2.00 2.00 50 
12,001 to 13,000 2.25 2.25 62 
13,001 to 14,000 2.50 2.50 75 
14,001 to 15,000 2.75 2.75 8714 
15,001 to 16,000 3.00 3.00 1.00 


EXHIBIT B—BILLING DEPARTMENT BONUS 


JANUARY 

Evelyn Rice 
All ledgers in balance $ 5.00 
Work completed on time 2.50 
No complaints from customer $3.00 7.50 


Monthly postings in excess of quota—3294 19.62 
Times 3000 postings exceeded—21 @ 50c 10.50 $45.12 


Less 10% 4.51 
$40.61 
Julia Jones 
All ledgers in balance $ 5.00 
Work completed on time 2.50 
1 complaint from customer @ $2.50 5.00 


Monthly postings in excess of quota—3184 15.92 
Times 3000 postings exceeded—21 @ 50c 10.50 $38.92 


Less 10% 3.89 
$35.03 
Mrs. R. Lake 
All ledgers in balance $5.00 
Work completed on time 2.50 
6 complaints from customers @ $2.50 0.00 


Monthly postings in excess of quota—1722 8.61 
Times 3000 postings exceeded—19 @ 50c 9.50 $25.61 


Less 10% 2.56 
$23.05 
Jane Dunn 
All ledgers in balance $ 5.00 
Work completed on time 2.50 
1 complaint from customer @ $2.50 4.50 


Monthly postings in excess of quota—3265 16.33 
Times 3000 postings exceeded—21 @ 50c 10.50 $38.83 





Less 10% 3.88 
$34.95 
Ann Mayer 
All ledgers in balance $ 5.00 
Work completed on time 2.50 
2 complaints from customers @ $2.50 2.50 


Monthly postings in excess of quota—3504 17.52 
Times 3000 postings exceeded—21 @ 50c 10.50 $38.02 


Less 10% 3.80 
$34.22 
Joan Smith 
Billed 21 days @ $2.00—Less 3 complaints $33.92 
Less 10% 3.39 
$30.53 
Mary Weber (part time) 
Postings—1036 $10.90 
Total $208.39 
5 & 1 part time billers—Total Postings 74,239 
Total Complaints 13 
(5) Average per biller $ 39.68 


(Continued on page 31.) 
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Credit News Flashes-- 
Personal and Otherwise 


Penny New Credit Manager at Gano-Downs 

Samuel T. Penny, who for many years has been Per- 
sonnel Manager of the Gano-Downs Company, Denver, 
has been promoted to General Credit Manager for that 
company, succeeding Oscar Johnson whose death was 
noted in these pages last month. 

* * a 
New Haven Credit Group Elects 

Ben R. Lydick was elected President of the New Haven 
Retail Credit Association, New Haven, Conn., at the re- 
cent annual meeting. Other new officers are: James M. 
Murphy, First Vice-President; Arthur W. Endriss, Sec- 
ond Vice-President; Mrs. Teresa Falcigno, Treasurer ; 
and Charles H. Farrell, Secretary. Directors (three 
years): Herbert C. Holman; Mrs. Susan J. Lind; and 
Willys E. Comstock. Directors (two years): Donald 
B. McKay; Mary G. Hoggan; Louis R. Gelinas. Direc- 
tors (one year): Elmer J. Wilke; William B. Davis; 
and Cornelius F. Connelly. 

& * * 

The San Francisco Convention Committee is earnestly 
exhorting all members to register early for the National 
Convention in June in order to make sure of having 
proper hotel accommodations. Register now! 


For BUSY MEN 


WHAT you want 
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want it! 





THE PERFECT WORK ORGANIZER 


_——— 
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New Officers in Spokane 

Newly elected officers of the Spokane Retail Credit As- 
sociation are: S. C. Haddock, President; R. T. Schatz, 
Vice-President; M. Curry, Treasurer; N. M. MacLeod, 
Secretary; and Walter A. Jensen, Assistant Secretary. 
(H. A. Garrett is Past President.) 

Trustees: Herbert Eshelman; Mrs. H. A. Smith; 
W. E. Goodspeed ; J. Don Morrissey; Glen Nissen; and 
G. W. Young. 


~* « * 


Norfolk (Neb.) Credit Women Elect 
New officers of the Credit Women’s Breakfast Club 
of Norfolk, Neb., are: Miss Faye Thorburn, Central 
Finance Corp., President ; Mrs. Alyce Werthman, Mont- 
gomery Ward & Co., Vice-President; and Miss Hilda 
Manke, Iowa-Nebraska Light & Power Co., Secretary- 
Treasurer. 
~DEr 
Horner Heads St. Louis Credit Bureau 


E. F. Horner, Credit Manager, Kline’s, Inc., St. Louis, 
and former National Director, is the new President of 
The Credit Bureau of St. Louis. Other officers: Roy 
Manker, Vice-President; W. G. Apel, Treasurer; K. F. 


Niemoeller, Secretary; and A. J. Kruse, Manager. 
“Der 
Positions Wanted 


Crepit Executive, Accountant—Proven record of 
successful experience. Available April Ist. Address Box 
31, Crepir Wor .p. 

* +. * * 

Crepir MANAGER—Desires immediate change. Eleven 
years present position with Department Store. Moderate 
salary. Age 42, married. Best of references. Montana, 
Wyoming or Northwest preferred. Other locations con- 


sidered. Address Box 32, Crepir Wor LD. 


* * * * 


Man 32 Years or AGE—College graduate, married 
Five years’ experience as assistant credit manager large 
quality clothing store, six years credit manager depart- 
ment stores. Employed but desire change. Middlewest 
preferred. Excellent references previous and present em- 
ployers. Address Box 33, Crepir Wor Lp. 


* * * * 


WaAnTED—Position with future—twelve years’ experi- 
ence in retail, wholesale and manufacturing credits and 
collections—experience in selling and sales supervision— 
with present connection ten years—furnish best of refer- 


ence. Address Box 34, Crepir Wor pb. 


7. * *& & 


CoNTROLLER-OFFICE MANAGER-AUDITOR—Want po- 
sition in either of these capacities in retail dry goods store; 
11 years’ experience with large retail store; due to lack 
of promising future desire change. Can furnish best of 
references. Address Box 35, Crepir Wor-p. 
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Marks Resigns at Vogue to Direct Own Firm 

Sidney Marks, Secretary and Credit Manager of the 
Vogue, Chattanooga, Tenn., and National Director rep- 
resenting our Fourth District, has resigned his position 
with the above firm 
to direct his own 
firm, the Tennessee . 
Valley Electric 
Company of Chat- 
tanooga. 

The new firm 
will deal in elec- 
trical appliances, air 
conditioning and 
kindred lines. The 
National Office 
wishes Mr. Marks 
best of luck in his 
new venture. 

Mr. W.. E. 
Beacham, formerly 
associated with 
Fleishman’s, _Inc., 
Albany, N. Y., suc- 
ceeds Mr. Marks as 
Credit Manager at 
the Vogue. 

* * . 
Credit Women 
Entertain Bosses 
The Credit 
Women’s Club of 
St. Petersburg, Fla., recently gave a “turnabout”’ party, 
in which the bosses were guests at a dinner. Officers of 
the club are: Mrs. Valeta Banta, President; Miss Helen 
Brown, First Vice-President; Mrs. Ina Stone, Second 
Vice-President; Mrs. Catherine Olds, Secretary-Treas- 

urer; and Miss Marie Fory, Corresponding Secretary. 





* * * 


Grumley Retires from Lord & Taylor’s 
Daniel D. Grumley, for 44 years Credit Manager of 
Lord & Taylor, New York City, has retired due to illness. 
He has been active in credit association activities for many 
years. One of the original members of the Associated Re- 
tail Credit Men of New York City, Inc., he is still a di- 


rector of that association. 
* * * 


Ninth District Conference in April 

The Ninth District (Colorado, New Mexico, Utah 
and Wyoming) will hold its annual conference in con- 
junction with the bureau and collection members of the 
Associated Credit Bureaus of Rocky Mountain States, 
April 24 and 25 at the Antlers Hotel, Colorado Springs, 
Colo. 

Alex J. Jex, People’s Finance & Thrift Co., Salt Lake 
City is President of the District and E. Bland Cresap, 
Manager of the Credit Reporting Company, Colorado 
Springs, is acting as General Chairman pro tem. 

“er 
Alphabetic Filing vs. Numeric Filing 
Numeric Filing vs. Due Date Filing 
(Continued from page 13.) 

For Collection purposes— 

Places all of the collection follow-up in certain sec- 
tions of the file, thereby not only cutting the amount of 
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reference time to a minimum, but freeing the balance of 
the ledger for posting or any other purpose desired. 

Enables several different types of collection follow-up 
to operate according to a set schedule by different indi- 
viduals without interference. 


Weekly Payments 


It is even more important to have a methodical follow- 
up schedule on weekly accounts, since once an account is 
allowed to get behind, the harder it becomes to bring it 
back in line. With a weekly account there are fifty-two 
chances in a year to get behind, as compared with twelve 
on a monthly plan. Furthermore, the weekly installment 
payer does not, on the average, have the credit of the 
monthly payer and should be followed more closely 

It is just as easy to follow this class as the other on the 
due date plan. 


One plan is to use letters instead of numbers, such as: 


M — Monday 
Tu — Tuesday 
W — Wednesday 
Th — Thursday 
F — Friday 


S — Saturday 


Another idea carries out the numerical plan. Since the 
usual dating practice eliminates the thirty-first on due 
date schedules, the days of the week are numbered as 
follows: 


Monday 31 
Tuesday 32 
Wednesday 33 
Thursday 34 
Friday 35 
Saturday 36 


The biweekly plan and the semimonthly can also be 
carried out on the due date prefix plan by applying 
numbers. 

The only criticism that can be used against the due 
date prefix plan is that people wish the date of payment 
changed. That is a logical criticism but not usually 
founded on comparable working data. There may be 
quite a few requests but the number is away below 10 per 
cent of the total number of accounts involved. If an 
entire store were operated on the basis of the 10 per cent 
rather than the 90 per cent, it would soon pass out of 
existence. 


~er 


Recent District Conferences 
(Continued from page 21.) 


managers at Washington, D. C., February 13 and 14. 
As always, this was an outstanding conference, well at- 
tended. 

New officers and directors are: President, L. W. 
Hilbert, Stewart & Co., Baltimore, Md.; Vice-President, 
Richard J. Helmstadter, Helmstadter Brothers, McKees- 
port, Pa.; Secretary-Treasurer, Walter L. Sonen, Pom- 
eroy’s, Inc., Reading, Pa. Directors: Abe Coonin, Wash- 
ington, D. C.; Sidney H. Barker, Richmond, Va.; Leroy 
N. Dickerson, Wilmington, Del. ; Charles R. Ross, Phila- 
delphia, Pa.; W. Donald Sweger, Harrisburg, Pa.; and 
Willard R. Pool, Charleston, W. Va. 
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Federal Tax Course, 1939—(Prentice-Hall, Inc., New 
York City, $10.00.)—Like its predecessors, the 1939 edi- 
tion covers systematically in one volume a mass of in- 
formation on federal taxation. It includes the 1938 
revenue act in full, with a detailed explanation of its 
provisions. 

The “explanation” section discusses in simplified terms 
the federal tax law. The explanation of the income tax 
is divided into 27 chapters. Three additional chapters 
relate to social security taxes, estate and gift taxes and 
excise and miscellaneous taxes. The “regulation” section 
contains an exact reprint of the latest regulations. 

A full set of problems and questions is included, de- 
signed to illustrate the fundamental principles of federal 
income taxation and emphasize the “key” factors. Speci- 
men returns, with an explanation of each entry, are in- 
cluded with the solutions to the problems and questions. 

* * . 


1939 Tax Diary and Manual (Prentice-Hall, Inc., 
New York, $6.00)—380 pp. plus a complete diary for 
the year, and inserted data pertaining to each day’s tax 
report for each state. Here is an invaluable aid for the 
business man, the tax consultant, or the auditor who must 
keep abreast of the multitudinous taxes and tax reports 
which the Federal Government, the states and the mu- 
nicipalities have devised. At a glance, one can promptly 
determine what reports must be filed each day and when 
and how to pay taxes due. 

*“* * 


Consumer Credit and Its Uses (Prentice-Hall, Inc., 
New York; 264 pp., $2.75)—As a result of the rise of 
consumer credit from obscurity into a position of impor- 
tance in our financial structure, the Advisory Committee 
of the Consumer Credit Institute of America, Inc., has 
undertaken to integrate the scattered bits of literature on 
this subject and form a “comprehensive discussion of the 
development, principles, practices, and effects of consumer 
credit institutions in the United States.” 

After distinguishing producer’s credit and consumer’s 
credit, the book gives a brief historical development and 
continues with a consideration of consumer credit institu- 
tions. These are analyzed as to purpose, structure and 
functions with attention being given to their scope of 
operations and types of loans they issue. 

The authors then analyze the service as a whole and 
treat it as to services, standards and cost. By way of 
drawing conclusions upon the foregoing material, the so- 
cial aspects are brought out which analysis explains the 
social and economic significance of consumer credit and 
how it is regulated. 

The book is especially valuable in giving correct stand- 
ards of consumer credit methods, enabling the reader to 
form sound conclusions in this respect in the light’ of the 
book’s critical analysis. 
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Wage-Earner Amortization --What It 
Means to the Retailer 


(Continued from page 2. 
commissions to the trustee of 5 per centum to be computed upon 
and payable out of the payments actually made by or for a 
debtor under the plan. 


The success of the Wage Earner plan will depend to a 
great extent upon the cooperation of credit granters and 
the initiative displayed by credit managers in publicizing 
the plan; also in bringing it to the attention of debtors 
who find it difficult to meet their obligations and explain- 
ing the steps necessary to be taken to obtain relief under 
the plan. 

There should, in my opinion, be a special referee and 
after a decision is reached in regard to the person desired 
to act in this capacity, recommendation should be made to 
the Federal Judge by a committee consisting of three or 
more leading retailers, a like number of credit managers, 
and the credit bureau manager. 

The Birmingham Court (formerly Debtors’ Court) 
has been in operation since April, 1933. Results since 
that date and through January 19, 1939, follow: 


Total number of cases filed 3,766 
Total number of cases paid in full 618 (16.42%) 
Total number of cases dismissed for 

failure to comply 434 (11.52%) 
Total number of cases dismissed on 

account of bankruptcy 217 ( 5.76%) 
Total number of cases dismissed due 

to death of debtors 10 ( .26%) 
Total number of active cases 2,487 (66.04%) 


Total amount collected by the Court $465,569.32 

Mr. W. V. Trammell, Manager, Merchants Credit 
Association, Birmingham, Ala., writes: 

“T would like to amplify this information somewhat— 
One of the most important features I should like to stress 
is that now the present Referee is collecting approximately 
$20,000 per month, at the rate of approximately one-quar- 
ter of a million dollars in recoveries per year. This is due 
to several reasons; among them, the Chandler Act gives 
the present Referee a great deal more power than the 
Court formerly had under the old Act (Section 74). One 
of the principal advantages is that the Referee now has 
absolute control of the earnings of the debtor and he is 
exercising that power.” 

Mr. Trammell writes further: “The new special 
Referee handling the Wage Earner claims, Mr. Clarence 
W. Allgood, is not a lawyer, but a very competent busi- 
ness man who had for a great many years been the execu- 
tive officer of the Fidelity Mortgage Company of this 
city, handling besides real estate mortgages, a large volume 
of industrial loans and loans on automobiles. So he has 
brought into the court his wide experience in credits and 
collections and an unusual and valuable knowledge of 
human nature. His administration has been approved by 
all classes of creditors as well as the local Bar Association 
as a whole.” 

What has been and is being done in Birmingham can be 
done in many cities of this country and it is the responsi- 
bility of the retailer, the credit manager and the credit 
bureau manager to study Chapter XIII and to recommend 
the organization of a Wage Earners’ Court and appoint- 
ment of a special Referee. 

(Note: Chapter XIII in pamphlet form may be se- 
cured from the National Office at cost of printing and 
postage.) 
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Personalized Collection Service 
(Continued from page 10.) 


save the debtor a cost equivalent to the cost of pro-rating, 
by eliminating excess charges on past judgments and un- 
fair interest rates or carrying charges. 

To the creditor, the 5 per cent expense eliminates the 
work and expense of bookkeeping and follow-up letters 
and the like. It must be kept in mind that the expense is 
much greater in following up a delinquent account than 
a current one. On some occasions the creditor might be 
asked to join this plan when he has a current account, and 
he might feel that he is at a disadvantage. However, an 
analysis shows that while you may have a present current 
account in this instance, usually in the very next pro-rate 
it might be a bad debt already charged off your file and 
the cost is the same to you, so this 5 per cent fee is usually 
a great saving to you in collecting these accounts. 

In addition, when the debtor has completed his pro-rate, 
he is once again a good credit risk and he is free from all 
debt. He has learned to budget his accounts and to live 
within a proper budget for himself. The essence of the 
program is the desire of the debtor to pay his bills, and 
for you and other creditors to make it possible for him to 
do so. 


Returning to the problems of the debtor, too many of 
us are in too great a hurry to accomplish our everyday 
routine to take the time to listen to our debtors or to co- 
operate with them completely to best advantage. We 
should not forget that these customers, who are continu- 
ally purchasing from us, are in a way partners in our 
firm, and it is very essential and necessary that we try to 
understand their problems and troubles from their view- 
point. ‘ 

By analyzing the problem of our store and combining 
this with the customer problem we can obtain the best re- 
sults. By helping a debtor to improve his position finan- 
cially, it will ultimately result that the man will have 
more funds to spend with your particular firm, and more 
confidence in doing business with your store in the future. 

In closing, let me state, you credit men have vast col- 
lection experience on hand, and if you will but take the 
opportunity to practice the good Christian principles in 
your daily activity and work, it will result in (1) better 
results in your work; (2) improved community spirit; 
and (3) greater satisfaction in your particular field of 
endeavor. 

Let all of us cooperate to give the best service to our 
customers and to our firms. Let us cooperate with our 
local associations and improve credit conditions generally. 
By practicing the credit principles that we all know, we 
will improve credit conditions in our community. 


“267 
Mandels’ New Credit Authorization Method 
(Continued from page 19.) 


the index. The light is concentrated directly upon the 
records by a continuous type reflector which prevents light 
from shining into the operators’ eyes. Surfaces not in- 
tended to reflect the light have a dull, non-reflecting finish 
to prevent glare. 
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How Collections Are Speeded Up by the 
Dallas “Audit Group” 


(Continued from page 5.) 


Southwest. It believes the system has been widely re- 
sponsible for improved “credit consciousness” on the part 
of thousands of buyers. 

Therefore, it is with pardonable pride, we hope, that 
the Dallas Retail Credit Men’s Association boasts a bit 
in saying that numerous persons, pleased with previous 
dealings with the system, call on the auditor for help 
when they are approaching new credit shoals. And they 
do it voluntarily! 


~~er 


The Credit Clinic 


(Continued from page 27.) 


Milwaukee, Wis.: Both bookkeepers and stuffers are 
paid on a bonus basis. We immediately increased the ef- 
ficiency in the department every way with less expense. 
Such errors as posting to the wrong account, picking up 
incorrect balances, failure to carry forward correct in- 
formation, wrong transfers were cut down to a minimum 
and our bookkeeping mistakes are very small. We also 
secure much better results on over-limit accounts. 

When we first started out with the bonus plan in 1929, 
we paid the biller 75c per hundred until a drawing ac- 
count of $18.00 per week had been earned, and for all 
checks posted in excess of that 65c per hundred. This has 
been reduced and at the present time they are paid 60c per 
hundred straight. Our production has been very satisfac- 
tory. For the month of December the high operator’s 
production was 25,672. We use the unit plan and Elliott 
Fisher machines. Billers and stuffers are paid on a bonus 
plan on the following conditions: 


1. Posting correctly and to proper account all debit and credit 
entries of whatever nature. 

2. Balancing ledgers daily with sales audit pre-determined total. 

3. Reporting daily all “over-limit” accounts. (Remuneration 
at same rate as postings.) 

4. Correctly drawing off monthly trial balance with the usual 
assistance of control clerks. 

5. Correctly carrying forward each month the proper statement 
balance of previous month. 

6. Properly, correctly and completely carrying forward to new 
ledger cards all information contained on caption of old 
ledger card as well as outstanding balance. 

7. For this work each biller will be paid on the basis of 60c 
per 100 checks posted (debits or credits). A drawing ac- 
count of $14.00 per week is allowed. At the end of the 
month, operator is paid for the excess postings, and if quota 
has not been made the difference is charged to the operator. 
Stuffers are paid on the basis of 25c per 100, with a drawing 
allowance of $14.00 per week. Our set-up provides for the 
unit system of bookkeeping and employs the continuous 
ledger sheet, 1 stuffer for 2 bookkeepers. Stuffers are penal- 
ized 25 tickets for each misposting. 

8. Penalties for errors will be deducted from earned bonus as 
follows: 

(a) Picking up incorrect balance on daily work $1.00 for 
each offense. 

(b) Neglect to note correction in work on proof sheet $1.00 
for each offense. 

(c) Posting to wrong accounts 25c for each offense. 

(d) Statement incorrectly addressed 25c for each offense. 
(e) Incorrectly or incompletely bringing forward informa- 
tion or balance on ledger cards 25c for each offense. 

(f) Transfers made in error on trial balance, proof sheets 
or statements, 25c for each offense. 

(g) Neglecting to report over-limit accounts 25c¢ for each 
offense. 

9. Bonuses are paid as soon after the end of the month as 
possible. 
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Dallas Has Largest Retail Credit School 
In the Country 


329 students enrolled at close 
of second lecture, March 2 


N TEXAS, retail credit schools are being conducted 
in the following cities: Dallas, Fort Worth, Hous- 
ton, San Antonio, Amarillo, Austin, Wichita Falls, 

Pampa, El Paso, Tyler, Galveston and Waco. The 
Dallas school bears the distinction of having the largest 
enrollment in the entire United States as at the close of 
their second lecture, March 2, 329 students were en- 
rolled, and no student was without a textbook. Accord- 
ing to Mr. J. Price Olive, Credit Manager of Titche- 
Goettinger Company and General Chairman of the Dallas 
School, the large enrollment is due to one of the basic 
principles of selling; namely, proper advertising. A de- 
tailed folder, very attractive in appearance (size 15” x 
22”) showing a picture of the textbook, a full description 
of what it contains, the pictures of the men delivering the 
eight lectures, and a short sketch of the qualifications of 
each man, was prepared. About two thousand of these 
folders were mailed—going to every member of the 
Chamber of Commerce, every member of the local credit 
bureau, and also to the membership of the Wholesale and 
Retail Credit Men’s Associations, as well as to the mem- 
bership of the local Medical and Dental Societies. Not 
being satisfied with just the announcement going to all of 
these people, Mr. John F. Thompson, District Credit 
Manager for the Southwestern Zone of Sears, Roebuck 
and Company and Chairman of the Enrollment Com- 
mittee, followed up by telephone calls and insured a com- 
plete coverage, which resulted in an early enrollment. 
Publicity was given through the local press for a period 
of ten days and each article carried photographs of com- 
mitteemen, as well as lecturers. This latter fine piece of 
advertising, according to Mr. Olive, was handled in 


Dallas by Mr. Gus Cohen, Credit Manager of Linz 
Brothers. This makes the eighth school that the Dallas 
Association has presented. Each successive school has had 
a larger enrollment than the one previous, all of which 
shows that the business interests of that city are sold on 
adult education, and particularly so along the lines of 
consumer credit. Dallas is the home of Robert A. Ross, 
First Vice-President of our National Association, who is 
in charge of sponsoring the credit school movement 
throughout the United States. 

Regardless of the fact that you do have some outstand- 
ing speakers to lecture at your credit school, and that you 
have one of the finest textbooks that has ever been written 
on the subject, Retail Credit Fundamentals, to obtain the 
largest possible enrollment, proper advertising is the key 
of success. 

The benefits of the credit course are many. One mem- 
ber of the Dallas school advises that he has attended all 
seven previous schools but the one this year, using the 
textbook written by Dr. Phelps, is by far the most com- 
plete and comprehensive that has been presented, and, 
further, that so long as credit schools are held he hopes 
that it will be possible for him to attend every one of 
them. This gentleman is one of the oldest credit execu- 
tives in the Southwest. 

Mr. J. E. R. Chilton, Jr., Manager of the local credit 
bureau, advises that credit schools have benefited his bu- 
reau immensely in that, in addition to new members ob- 
tained, it makes better members of those whose names al- 
ready appear on its roster. It gives the membership a 
more unified idea of necessary cooperation in the proper 
function of consumer credit. 
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To Help You--A New Code of Ethics! 





CODE or ETHICS 


NATIONAL RETAIL CREDIT ASSOCIATION 


National in Name -- International in Scope 


1. To encourage the broadest use of consumer 
credit consistent with sound business principles 
and the welfare of the community. 


2. To protect the interests of credit granters and 
customers alike by obtaining credit reports on 
all applicants for credit, by reporting to the 
credit bureau unsatisfactory credit experiences 
and by declining to sanction unsafe credit risks. 

3. To educate the public in the proper use of credit, 
as a relation of mutual trust, and to the value of 
establishing and maintaining good credit records. 


4. To counsel and protect customers against the 
tragedy of going into debt beyond their ability 
to pay; to safeguard their credit standing by re- 
quiring payments according to agreement. 

5. To cooperate wholeheartedly with other credit 
granters in matters of credit policies and credit 
terms affecting the business welfare of the com- 
munity and the public good. 


Shown One-Half Actual Size 


After years of study, the National Association has port of its message can be absorbed by all credit applicants 
adopted a new Code of Ethics which has a message for and customers. 
consumers and credit granters alike It is supplied on heavy weight white ledger paper, size 

. oo «c « . c . 


101% inches by 15 inches, ready for framing. The text is 
printed in black—the emblem is steel-die embossed in dark 
over every credit interviewer’s desk—so that the full im- blue and gold. You have to see it to appreciate its beauty! 


It should be framed and hung in every credit offiice— 


Price, 25c each—5 for $1. Special prices on large quantities. 


NATIONAL RETAIL CREDIT ASSOCIATION 


1218 OLIVE STREET SAINT LOUIS 








Over 200 


Complete Records Visible 
Flip an Acme FLEXOLINE frame open 


and 228 credit — are seen at a glance. 


ACME FLEXO- LINES eT re EQUIPMENT 


@ Speeds credit action 
@ Reduces authorizing costs 
@ Improves customer service; 


builds good will 


@ Is compact; saves space 


‘House Number” Indexing Plan 


A new indexing plan has been developed after 
years of research and work with leading credit 
executives. It includes the beneficial features of the 
alphabetical, numerical and geographical methods 
without their disadvantages. It effectively breaks up 
the long lists of common names. It increases author- 
izing speed and accuracy. Ask us about it! 





Hundreds of stores are using ACME VISIBLE 





| ACME VISIBLE CARD 
CABINET EQUIPMENT 


For small stores that author- 
ize from credit cards, Acme 
Visible card cabinet equip- 
ment is recommended. Acme 
cabinets are designed for 
speed and economy of space, 
cost and upkeep. 


Budget Account Control 
The Acme Budget Record 
System automatically signals 


a delinquency the moment a 
payment is missed. 














ACME VISIBLE RECORDS, Inc. 


(FORMERLY ACME CARD SYSTEM CO.) 


8 S. Michigan Ave. 


Chicago, Ill. 


RECORD EQUIPMENT for credit and collection 
records. Our user roster includes many names 
famous in department store annals. 


ACME VISIBLE RECORDS, Inc. 
8 S. Michigan Avenue, Chicago, Ill. 
Please send details of 


‘Ss PR “HOUSE NUMBER” INDEXING PLAN 
so rrr Automatic Budget Account Control 
cosbcour Charge.........Budget Accounts 
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CALIFORNIA CONVENTION 


in San Francisco 


National Retail Credit Association . .... Associated Retail Credit Bureaus, Inc. 
Credit Women’s Breakfast Club of North America 


KNOWLEDGE IS POWER 
Your Progress in Business Is Measured By Your Knowledge of Credit Affairs 


PROGRAM COMMITTEE REPORTS 


In accepting the assignment for the FOUR EVENTFUL DAYS of our NATIONAL CONVEN- 
TION, the PROGRAM COMMITTEE fully realizes the IMPORTANCE and RESPONSIBILITY 
of the undertaking! ! 

To those Delegates and Friends who have never before visited OUR SAN FRANCISCO “Known 
the World ’round” for Hospitality and INNUMERABLE ATTRACTIONS, a unique and thrilling 
experience awaits! ! But—tregardless of the lure of the City—the Convention will fail of its purpose 
unless the PROGRAM is strictly in keeping with the motif! 

A merchant, in selecting a location for new enterprise, naturally decides upon a city and street 
where prospects for SUCCESS are evident; he also engages the best type of personnel suited to his 
requirements and spares no expense in doing all possible to attract patronage. But having done all 
this, unless store and display windows are stocked with merchandise APPEALING to the prospective 
customer, that store is not likely to pay dividends. 

Let’s apply these same requirements to our NATIONAL CONVENTION!! If the PROGRAM 
(our stock in trade) is such that the Delegates afterward retain nothing more than a pleasant memory 
of San Francisco and the Exposition, then the Convention will have failed utterly in its purpose! 

DYNAMIC SPEAKERS! TOPICS OF PRACTICAL VALUE! MATTERS DIRECTLY 
PERTINENT to the operation of a MODERN CREDIT DEPARTMENT! An array of subjects 
calculated to stir up “wholesome discontent” within the hearer and a firm resolution to become MORE 
PROGRESSIVE and TO DO A BETTER JOB IN HIS OWN DIVISION! All this and more will 
be gained by YOUR CREDIT MANAGER through a series of thought and effort-provoking addresses! 
There will be an absence of “‘academic puffle” and impractical theories and a “back to RESEARCH 
and FACT-FIN DING” drive! The merchant who is far-sighted will SEND HIS CREDIT MANAGER 
TO THE CONVENTION and he can REST ASSURED OF GENUINE BENEFITS TO HIM- 
SELF AND TO HIS CREDIT DEPARTMENT!! 

The program, of course, is as yet incomplete, for definite commitments can scarcely be expected 
four months in advance. BUT—already certain assignments have been made. OUTSTANDING 
LEADERS in their respective fields will present through a MAGIC LOOKING GLASS: 


“Cost of Operating the Credit Department—On Both Regular and Budget Accounts.” 
“The Problem of Returned Merchandise and How It Has Been Solved in Metropolitan Areas.” 
“Effective Correspondence in Sales Promotion.” 


“A Debate” (Two University Teams will discuss a subject Revolutionary in the extreme to Con- 
sumer Credit!!) And Remember, WHAT IS REVOLUTIONARY TODAY, MAY BECOME 
STANDARD PRACTICE TOMORROW!! 


“The Chandler Act.” (A clear concise résumé of this Act as it affects YOUR BUSINESS told 
by a well known REFEREE IN BANKRUPTCY! ) 


These are just a few of the MANY HELPFUL features that will be enjoyed by the Delegate to 
the PROFIT of his CREDIT DEPARTMENT! BE AMONG THE TWELVE HUNDRED (1200) 
present on TUESDAY MORNING, JUNE 20, when the President sounds the gavel opening the 1939 
NATIONAL CONVENTION!!! 


—FRANK BATTY, Chairman, PROGRAM AND SPEAKERS COMMITTEE. 
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Plan Your Vacati 
1939 is California’s “Fiesta Year 















CALIFORNIA CONVENTION 
in San Francisco 
National Retail Credit Association 
Associated Retail Credit Bureaus, Inc. 
Credit Women’s Breakfast Club of North America . oh By ' 
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CARLSBAD CAVES 


I 


Come to the National Reti ( 


On your way to, or from the Convention City, SAN FRANCISCO, you are cor- 
dially invited to spend a day or more in SACRAMENTO, California’s beautiful Capital 
City. 

Visit the SACRAMENTO GOLDEN EMPIRE CENTENNIAL, celebrating the 
one hundredth anniversary of the founding of the city by Captain JOHN A. SUTTER. 


Go sightseeing with us in the MOTHER LODE COUNTRY, made famous by 
BRET HARTE and MARK TWAIN. 


Come to the romantic area where the spirit of the West still lives. 





Hotel Accommodations Are Limited 
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‘ia ‘West’ This Year 


Business and Pleasure, Too! 








ta Credit Convention in June 


Retailers Credit Association, and Retail Credit Club of Sacramento are ready to 
greet you. We’ll meet you at the train—at your hotel—assure Automobile transpor- 
tation for sightseeing, etc., and send you on your way feeling that you have visited 
the real “heart” of California. 


RETAILERS CREDIT ASSOCIATION 
and 
THE Retait Crepit CLus 
Sacramento, California 


You are invited to write us for particulars. 





J 


Make Your Reservations Promptly 
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“Join Your Group» 


You Can't Help Succeeding If You Prepare Yourself! 





. All GROUP CONFERENCE PROGRAMS are well under way! Aggressive and enthusiastic 
CHAIRMEN and CO-CHAIRMEN are hard at work preparing just the material to HELP YOU 
SUCCEED and DO the BEST JOB POSSIBLE in your Department! UP -TO -THE - MINUTE 
QUESTIONS on every-day CREDIT and COLLECTION PROBLEMS will be discussed, analyzed, 
and SOLVED!! CAPABLE SPEAKERS will efficiently handle the PROBLEMS that confront YOU 
and following each talk will be an OPEN FORUM in which ALL will join for MUTUAL BENEFITS!! 


Early in APRIL the individual GROUP PROGRAMS will be “ALL SET” and READY for 
nationwide publicity! The entire N.R.C.A. membership and Bureaus will have ample opportunity to 
STUDY the questions and subjects—and—if what YOU want to know about is not listed—-JUST 
PREPARE YOUR PROBLEM and submit to the CHAIRMAN of GROUP CONFERENCES, 
FRANK D. FRANCIS, The Emporium, San Francisco, California. 


The following HIGHLIGHTS should make you resolve to JOIN your own SPECIALIZED 
GROUP: 

Department Store Group: Chairman HARRY L. BUNKER reports: 

“The old time-worn subjects will be replaced with NEW STREAMLINED DISCUSSIONS 
centering directly around PERTINENT TOPICS of VITAL CONCERN RIGHT NOW!! Could 
your COLLECTIONS STAND A BOOST? Could your PERSONNEL BE BETTER TRAINED? 
Are YOU FAMILIAR WITH LEGISLATION AFFECTING YOUR FIELD OF ENDEAVOR? 


Then hear: 





“Informal versus Highly Personalized COLLECTION POLICIES.” 
“Training CREDIT PERSONNEL.” 
“Legislation—Favorable and Unfavorable to YOUR Department.” 


Petroleum Group: Chairman A. A. HOCK reports: 


“Delegates to this Group can look forward to a large part of the discussions being devoted to 
CREDIT CARD PROBLEMS.” 


Men’s Clothing, Women’s Wear and Shoes: Chairman ALLEN J. CLARKE reports: 

“A BRAIN TEASER for any credit man: ‘HOW HAS 90-DAY INSTALLMENT SELLING 
AFFECTED THE CREDIT STRUCTURE in regard to MEN’S and WOMEN’S SPECIALTY 
STORES?’ ‘THE PLACE OF THE BUSINESS CORRESPONDENT IN CREDIT WORK’.” 


Banking and Finance Group: Chairman H.H. CHRISTENSEN reports: 


“Fifteen-Minute Speakers followed by OPEN FORUM discussions will disclose FACTS on: 
“Installment Credit From the Viewpoint of FINANCE.” 
“PERSONAL LOANS as it affects the CONSUMER.” 


NOW—If YOU have any pet subject or particular problem—let us urge that you send it on to 
YOUR GROUP for presentation at the meetings of the various specialized groups. Write FRANK D. 
FRANCIS, The Emporium, San Francisco, California (Group Conference Chairman) and it will be 
referred to YOUR GROUP CHAIRMAN. This is YOUR CONVENTION—MAKE THE MOST OF 
THE OPPORTUNITIES IT PRESENTS TOWARD FURTHERING YOUR SUCCESS. 


—FRANK D. FRANCIS, Chairman, GROUP CONFERENCES. 








